MERICAN™*” 
UMBERMAN 


ano BUILDING PRODUCTS mercnanoiser 


Lumber Yard 
Fashion Show! 


Women see informal clothes, 
then enroll for woodworking 
course featuring power tools. 
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House Doctor 
Boosts Sales 


Both good will and added 
sales are credited to this 
dealer's House Doctor pro- 


gram. 


Page 54. 
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Here's the attractive, easy-to-carry home carton 
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DEXTER 


Heres the 47 piece kit (Dexter No. 60) 


NDERGROUND LAWN SPRINKLER SYSTEM 
... ony §39.95 reran 


What a product! You've never had a more genuine 


value to offer 


Designed and priced to sell and 
stay sold, this Dexter kit features eight — not two, 


not tour 


What a market! Every home owner can now re- 
alize his dream of an underground sprinkler 


system. He can install it himself in just a few 


but eight adjustable sprinkler heads for 
water coverage up to 1400 sq. ft.! All heads, nip- 


ples, tees and elbows are solid brass 


hours — no special skills or tools required. Con- 


nects to outdoor faucet, eliminating plumbing. 
pipe clamps And for even more sales opportunities there’s an 


ive all stainless steel. Ihe pipe is flexible virgin accessory assortment of parts and pipe for larger 


Polyethylene — cannot rot or deteriorate. Freezing lawns. Customers with really big yards will want 


cannot harm this system two of these low-priced kits. 


TO GET FAST ACTION SEND THIS COUPON TODAY! 


DEXTER LOCK COMPANY 
1601 Madison Ave., S.£. Grand Rapids, Mich, 


Send me complete information on Dexter Underground Lawn 
Sprinkler Kit 


LOCK COMPANY 
Grand Ropids Michigen 


A Subsidiary of Notional Brass Company 

















to builders and building suppliers: 















The Olivetti Printing Calculator, proved 
thoroughly dependable in 7 years of com- 
mercial use, has a lower cost mainte- 
nance contract than any comparable 
machine. More than 20,000 are on the 
job in the United States today. They are 
sold and serviced by 450 Olivetti dealers 
in every state of the Union, and by 
Olivetti branch offices; immediate de- 
livery. No spare part is ever more than 
24 hours away from any Olivetti dealer. 
Some of America’s great corporations 
have specified “Olivetti”. Why don’t you 
investigate work-saving Olivetti ma 


chines? Send the coupon. 





The Olivetti Printing Calculator cuts 
overhead costs by making all 
figure- work quick, easy, and auto- 
matic. The printed tape record can 
be quickly verified for accurate 
entry; attached to invoices, pay- 
rolls, lumber tallies and other pa- 
pers; filed; shown to suppliers and 
customers. Multiplication and divi- 
sion are completely and uniquely 
automatic. Costs less than, but does 
the work of, 2 separate machines: 
a calculator and a fast 10-key add- 
ing machine with direct subtraction. 


these calculators can help cut your overhead 













The Olivetti Automatic Carriage 
Printing Calculator provides mech- 
anized bookkeeping. If automati- 
cally calculates, and prints desired 
figures on record-forms, auvtomat- 
ically moving to the proper col- 
umns. It can perform 21 separate 
operations automatically, in de- 
sired sequence; the sequence can 
be quickly changed. Its platen 
splits to take a 3-inch tape; it then 
operates exactly like the Olivetti 
Printing Calculator (above). 


olivetti 
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Onurivertt ConPonaTtion OF AMBRICA | 
Dept. DH | 
580 Fifth Avenue 
New York 36, New York I 
Gentlemen: I'd like to know more 1 
about the Olivetti Printing Calculator | 
( ), the Olivetti Automatic Carriage 
Printing Calculator ( ), and how they | 
can help cut my overhead, Without | 
obligating me in any way, please let 
me have this information as soon as | 
possible | 
Name 
Title ! 
Company | 
Street ! 
City State | 
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“We're Selling Paint to Customers We 
Never Saw Before...DRAGNET SALES PLAN is 
Making This the Best Month We Ever Had!” 


got 
ALLEST STO 
si giGGEST SALES 


colors yoU 
o deep tones a 
system! Small, i 
x enables yo" de 


Alkyd-Bose 
Odorless Aiheath. 


need, from pastels * 


the world’s simplest 


expensive stos 
1,322 colors i" 
Flat Wall Ename 


House Paint—all major inte 
° 








terior finishes! Priced for ¥ 





* 
Manutactured by Colorizer Associates: in 1322 COLORS 


Bennett's, Salt Loke City, Utah, and Los Angeles, Calif. © Bive Ribbon Paint 
c vy. Wheeling, W. Va. © Walter N. Boysen Co., land and Los Angeles, 
Calif, © Breckiyn Point and Varnish Co., Brooklyn, N. Y. © James Bute Co., 
Houston, Texas © Great Western Paint Mfg. Corp’n, Kansas City, Me. © Jewel 
Paint & Varnish Co., Chi , I. © Kehler-Melister Paint Co., Denver, Cole. 
© W. H. Sweney & Co., St. Paul Minn. © Vane-Calvert Paint Co., St. Levis, Mo. 
© Warren Paint and Coler Co., Nashville, Tenn. © Geo. D. Wetherill & Ce., Inc., 
Philadelphia, Pennsylvania © IN CAMADA: Imperial Varnish & Coler Co. Lid., 
Teoronte, Gutario © GLAND: & Nicholson, Lid., Londen, England. 
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This plan crowds your store with paint 
customers ready to buy! The Customer 
Dragnet is the fastest working sales plan 
ever developed in the paint industry. 
5,000 dealers are now cashing in on it! 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
most effective paint-selling plan ever developed 
in the paint industry! After watching the amaz- 
ing results of 2-year tests of this sales plan in 48 
states, we call it the Colorizer “Customer Drag- 
net” because it literally goes out and brings cus- 
tomers into the store, cash in hand! It’s simple 
..-entirely local...inexpensive...terrific in pro- 
ducing sales. Reduce your paint investment with 
Colorizer...increase your sales with the Customer 
Dragnet! 


SEND FOR COMPLETE DETAILS TODAY! 


COLORIZER ASSOCIATES 
347 North Western Ave., Chicago, Ill, 


Please send me complete information on how “The 
Colorizer Customer Dragnet” can sell more paint for me. 


Name 





Address. 
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Since 1873 a Pioneer in Practical 
Merchandising for Building Material Dealers 
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11 Fundamentals in Materials Handling 36 
Second in a series of articles on this subject. 

Moldina Ribbon Shows Samples, Stops Losses 4| 
Molding samples are stapled to a canvas ribbon. 

Paneling Display Occupies Formerly "Dead" Space 4\ 
Dead space over door is used for display. 

You Can Make Your Own Store Siqns 42 
Tells the advantages of sign-making equipment, 

Napkin Advertising Builds Dealer Good Will 43 
Unusual idea for promoting dealer name. 

Dealer Blackboard Signs 43 
Dealer pointer on a type of merchandising sign. 

Power Tool Classes for Women 46 
Dealer combines fashion show and power tool course. 

Stop Sign Customer Reminder 50 
Reminder siqn posted near parking lot helps sales. 

Panelina Display Rack Stops Floor Traffic 50 
Rack features |2 different types of wood paneling 

23 Tips for More Garage Door Replacement Sales 51 
An exclusive survey on this market. 

Four Specialists Tell How They Do It 52 
Case histories on how to sell more garage doors. 

Dealer's "Doctor" Offers Popular Cure 54 
Dealer offers small repair service to customers. 

How to Sell Complete Patio Packages 56 
Products, display and advertising are the keys. 

Plywood Fenders Protect Gypsurn Board 82 
Brightly painted plywood corners prevent damage. 

Dealer Sign Protects Brand Names 82 


National trade names are incorporated into dealer sign. 
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More and more builders are using 


GOLD BOND ALL THE WAY 
- 


Here’s what this means to you: 

“One line of quality building materials 
—made to be used together — 
helped us offer more for less” 


Says MR. DANTE COTUMACCIO, 
Project Home Builder, Utica, New York 


Successful builders like Mr. Cotu- a heavy schedule of national adver- 
maccio afte discovering the advan- tising directed to builders like Mr. 
tages of buying the complete and Cotumaccio when you stock Gold 
related Gold Bond line of building Bond Building Products, like those 

products from one dealer. Mr. Cotu- used on the Ellendale job: Gold 
maccio says: Bond Asbestos Siding, Gypsum 
“We sold 37 homes, within a few Sheathing, Lath, Cornerite, Arch 
hours, on the first day our Ellendale Corner Bead, Fibered Plaster, E-Z 
Project was opened! Buying from Soak Finish Lime, Super White 
one source streamlined our opera- Gauging, Rock Wool Blankets, Wall 
tions and let us put more value into Primer and Velvet Paint. 
our homes and still sell them for When you stock the complete line 
$10,500. Gold Bond's quality from of Gold Bond building products, 
start to finish certainly helped make you're placing the undivided responsi- 
this possible. We are planning 100 bility for satisfaction on one salesman 
more houses in ‘55, and from our and one established manufacturer — 
experience with the Ellendale National Gypsum Company. You 
Homes, you can be sure they'll be are able to offer this same respon- 
100% Gold Bond again!” sibility in curn to your builder cus- 
Your sales efforts are backed by tomers. Take advantage of it today. 


NATIONAL GYPSUM 
COMPANY 
BUFFALO 2, N.Y. 


Build better with 


Gold Bond 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


STATE OF THE NATION'S HOUSING CONSTRUCTION is attracting quite a number of con- 
flicting rumblings and a few roars. 


SOARING MORTGAGE DEBT and a decline in the number of family formations is 
"causing some concern," says Homer J. Livingston, president of the Amer- 
ican Bankers Association. He says that while housing starts were at an 
annual rate of 1.4 million for January, new family formations are esti- 
mated to be only 600,000. He adds that mortgage debt of late has been 
growing ten times faster than growth in personal income after taxes. 


OVER PRODUCTION OF HOMES has already begun to show up in quite a few localities, 
according to Herbert Abraham, Chairman of Ruberoid Co., “and it won't be 
long before it begins to show up in quite a few more." 


OVER STIMULATION OF RESIDENTIAL BUILDING is being caused by too easy 
credit terms, says Sumner Slichter, Harvard University. In general, 
bankers, insurance companies and savings and loan associations agree that 
credit terms are too easy. Some groups have already petitioned the 
government to stop no-down-payment, 30-year-mortgages on GI-VA home 
loans. The same groups want FHA credit policies tightened up. The claim 
is made that easy credit is unsound in that it involves borrowing from 
the future, could lead to boom-and-bust and is definitely inflationary. 


AT LEAST ONE ROAR came from all these rumblings when Senator Sparkman recently 
called for a Senate inquiry to determine whether “excessively easy mort- 
gage terms are threatening the nation with over-building.*" 


NO DOWN PAYMENT LOANS WILL CONTINUE, the VA reports in the face of con- 
flicting rumors to the contrary. 


HOME-BUILDING BOOM WILL CONTINUE, according to a Fortune Magazine survey of 350 
builders in 38 cities. Builders say construction rates of 1.3 to 1.4 mil- 
lion units will be sustained throughout 1955. About one-third of them say 
mortgage money is tighter now than it was a year ago, and, while this 
may not impede construction activity this year, it could have a slow-up 
effect in 1956. 


WE WILL BUILD 1.3 MILLION HOMES THIS YEAR, says housing administrator 
Albert Cole. He adds that we'll do it again next year, too. While ad- 
mitting that there are "spots" where the housing market is approaching sat- 
uration, he said the situation in housing nationally is "quite sound now." 


PREFABBERS HAVE NOT RELAXED in their efforts to sell an even bigger chunk of the 
housing' market in 1955. Industry sources say they will build 100,000 
units this year--some 30,000 more than last year. The nation's largest 
prefab company has started another plant in Tyler, Tex. This one will 
have a capacity of 75 units per day. 


CONTROL OF PUBLIC HOUSING BY CONGRESS was recently recommended by the House Ap- 
propriations committee. The committee thinks Congress should take over 
project-by-project control of public housing and slum clearance. Housing 
administrator Cole retorts that such a plan would be cumbersome and 
serves notice that he will fight it. 


(continued on next page) 
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March Building 14% Above Last Year 


New construction rolled along 
at a record pace in March to chalk 
up the most active first quarter in 
history, the government reported. 

The Labor and Commerce de- 
partments estimated the value of 
all types of new construction — 
both private and public—put in 
place last month at $2.9 billion or 
14% above the year-ago level and 
10% above February. 

March construction activity 
boosted the first quarter total to 
$8.4 billion, a 18% climb over the 
previous January-March high a 
year ago. 

Adjusted to include seasonal 
factors, new construction in the 
first quarter reached a record an- 
nual rate of $41 billion, compared 
with a previous record annual rate 
of $38 billion in last year’s final 
quarter and actual spending of 
$37.2 billion for the tall tone 1954. 
Last year’s first quarter spending 
was at an annual rate of $36.1 
billion. 


Private Building Strong 


Private construction was the 
“dominant” factor in the record 
rate with nearly all types register- 
ing gains, the departments noted. 
Spending for private work totaled 
$6.2 million during the January- 
March quarter, a record for the 
period and 20% more than private 
construction outlays in last year’s 
first three months, the previous 
high. 

Private home building increased 
slightly less than seasonal from 
the high February level, the report 
said, but outlays were still at a 
new peak — more than $1.1 billion 
~~ for the month. This completed 
a record first quarter with $3.3 bil- 
lion of work put in place, a 35% 
jump over a year ago. , 

After adjusting for construc- 
tion cost changes, the report said 
20% more private residential 
building was put in place during 
the first quarter than in the previ- 
ous peak first quarter of 1951. 


New February Record: 
90,000 House Starts 


Non-farm housing starts in Feb- 


ruary rose 20% above the same 
month in 1954 to set a record for 
the month, but the 2% increase 
over January was less than usual 
for February, the Bureau of Labor 
Statistics reports. 

Housing starts totaled 90,000 in 
February. This compares with 75,- 
200 starts in February, 1954, and 
it breaks the old record of 82,900 
in 1950. 

Starts in February were 2%, or 
2,000 more than the 88,000 starts 


in January. On a seasonally ad- 
justed basis, February’s total rep- 
resents an annual! building rate of 
1,381,000 units. 

“This was lower than the sea- 
sonally adjusted annual rate for 
each of the preceding two months 
(1,424,000 in January and 1,473,- 
000 in December),” the bureau 
states. “But, starts were substan- 
tially above the total of 1,201,400 
private dwelling units begun dur- 
ing the calendar year 1954.” 

Public housing starts climbed 
to 1,400 units in February from 
200 in January. In February of 
last year, the total was 1,300. 


Brand Names Award 
Goes to Knecht Co. 


The Brand Name Retailer-of-the- 
Year in the building materials 
field is the Knecht Lumber Co., 
Rapid City, 8. D. General manager 
of the firm is R. C. “Clem” Knecht. 

Announcement of the award was 
made by Henry E. Abt, president 
of the Brand Names Foundation, 
Inc., following the judging in the 
national competition. The award 
went to Knecht for outstanding 
presentation of manufacturers’ ad- 
vertised brands to the public dur- 
ing 1954. The firm previously won 
a certificate of distinction in the 
1953 competition. 

Four other building materials 
dealers were cited with certificates 
of distinction for 1954. They were: 
Vermilion Lumber Co., Danville, 
Ill.; Chatham (N. Y.) Lumber & 
Supply Co.; Romney Lumber Co., 
Salt Lake City, Utah; and Eben- 
reiter Lumber Co., Sheboygan, Wis. 

The awards were formally pre- 
sented at the Brand Names Day 
dinner on April 13 in New York. 


NRLDA Approves Present 
FHA Housing Laws 


The federal housing legislation 
now in effect is working smoothly 
and serving the public interest 
well, says H. R. Northup, executive 
vice - president, National Retail 
Lumber Dealers Association. 


“Our association has not advo- 
cated any changes in the Housing 
Act as revised last year, and has 
not joined any other groups in 
criticizing the act or its adminis- 
tration,” Northup said. 


“It is our considered opinion 
that both housing and home fi- 
nance administrator Albert M. 
Cole, and federal housing commis- 
sioner Norman P. Mason are ad- 
ministering existing housing leg- 
islation in a way that best serves 


the interests of home buyers and 
owners. That their policies are in 
tune with the needs of the times 
is shown by the fact that new hous- 
ing starts have been running near 
an all-time high. 

“FHA’s Title I program, under 
which that agency insures loans 
for the repair and modernization 
of homes, continues to fill an im- 
portant need by bringing major 
improvements within the reach of 
a large segment of the home own- 
ing public, and the Title II pro- 
gram enables families of modest 
means to buy homes suitable for 
their needs. 


“Those who suggest that the 
federal government should with- 
draw from these self-supporting 
programs have perhaps lost sight 
of the fact that government-in- 
sured loans constitute only a minor 
part of the total volume of home 
financing, but that the availability 
of this insurance has created a 
healthy competitive situation in 
the home financing picture.” 


Gypsum Board Products 
May Be Scarce All Summer 


Gypsum board products will be 
scarce probably throughout the 
peak summer building season, ac- 
cording to a spot check of manu- 
facturers made by the American 
Lumberman. 


Appraising the situation right 
now, one industry source said the 
supply of gypsum building prod- 
ucts is good on the west coast, 
acute in the southwest and mid- 
west and very acute on the Atlan- 
tic seaboard from New York on 
south, 


Construction has been halted on 
some projects in the Miami, Fla. 
area because of inability to obtain 
gypsum board. 


Industry sources are quick to 
point out that at least three new 
gypsum plants are now under con- 
struction and three existing plants 
are undergoing major expansions. 
Some of the new facilitiés may be 
in production soon enough to alle- 
viate the shortages this summer. 


One source guesses that the sup- 
ply situation in the third and 
fourth quarters of 1955 will not be 
as critical as during the same pe- 
riod in 1954. 

One of the underlying reasons 
for the supply squeeze is this: 
Builders feel they must get their 
houses up for sale as soon as pos- 
sible in order to take advantage 
of the present favorable sales mar- 
ket. Builders are pressuring deal- 
ers for gypsum board deliveries 
“right now.” Manufacturers’ ship- 
=— cannot keep pace with or- 

ers. 
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r doors! 


Waen you specify or buy Mengel Doors, 
you get a Guarantee backed by the world's 
largest manufacturer of hardwood products, * 
Mengel has ‘been here” for seventy-eight years, 
and builds all its products to the high stand- 
ards required by a company which expects to 


be here another seventy-eight years. 


This means something to you — for yourself, 
your clients, your customers. Mengel Doors are 
available in three different types, for every kind 
of job, “Palace or Project”. Each is competi- 


tively priced. Write for complete information. 


Door Department 


THE MENGEL company 
Louisville 1, Kentucky 


¢ 


% Mengel products include nationally-advertised 
Menge! Permanized Furniture, Menge! Kitchen 
Cabinets and Mengel Wall Closets. 
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Owens-I-_tinois 
Grass Brock * 


BEAUTIFY 


What woman wouldn’t love a kitchen 
like the one shown below—a kitchen 
that’s flooded with daylight yet easy 
to keep spic-and-span? She can have 
such a desired feature in her kitchen 
by including a panel of Owens-Illinois 
Glass Block No. 316. 


INSULATE 


A panel of glass block has the insulat- 
ing efficiency of an 8-inch thick brick 
wall. The panel won't frost or sweat in 
winter . . . provides better insulation 
than a window with storm sash. 


PROFIT 


Glass block are easy to handle and easy 
to store, They come pre-packed in 
sturdy cartons of convenient size. They 
are handled in the same way as cement 
blocks and can be made to fit any size 
opening. They go in at the same time 
or they can be used for re-modeling jobs 


Plan now to push and profit from this 
beautiful, insulating, profitable build- 
ing material. For complete details how 
easy it is, write Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 
Dept. AL-4, Toledo 1, Ohio. 


*Formerly known as INSULUX. 


OweEns-ILLINOIS 


CENERAL orrices(]) ToLeD0 1, OHIO 
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Economist Predicts Demand for Housing 
Will Remain More Than 1 Million Units 


The demand for new single- 
family homes will remain strong 
despite the current low level of 
new household formation, says Dr. 
George Cline Smith, economist for 
F. W. Dodge Corp. 

Dr. Smith says contract awards 
in the 37 eastern states in January 
and February for future construc- 
tion of single-family homes set a 
new record, some 60% ahead of 
the same two-month period last 


year. 
Tapering-Off Seen 

Dr. Smith “would expect some 
tapering off in the rate of hous- 
ing starts and housing contract 
awards later this year.” But he 
added that this tapering off would 
not be disastrous, because the de- 
mand for housing in this country 
will remain strong. 

Dr. Smith said he would ‘expect 
housing demand to be sustained at 
well over a million new non-farm 
units a year, so long as the general 
economy of the nation remains 
prosperous. 


Four Sustaining Reasons 

He said that availability of fi- 
nancing was an important permis- 
sive factor which made possible 
today’s high levels; but back of 
this, he noted four factors which 
spark the demand for single-fam- 
ily, owner-occupied homes: 

1. It is frequently cheaper to 
own than to rent, especially when 
income tax deductibility of interest 
on mortgages and property taxes 
is taken into account. 

2. The rapid increase in the 
aged population, which has the 
highest percentage of home own- 
ership. 

3. Record numbers of children 
being born, resulting in more 
families with children, and larger 
numbers of children per family. 

4. The shorter work-week and 
the growth of leisure time, making 
a house-and-yard more attractive 
to many. 


Gypsum Group Steps-Up 
Add-A-Room Campaign 


The nation-wide add -a-room 
campaign spearheaded by the 
Gypsum Association will move 
ahead this year at a_ sharply 
stepped-up pace, says Lloyd H. 
Yeager, general manager. 

Spurred by the baby-boom and 
other factors, the gypsum produc- 
ers’ group plans to reach a larger 
audience of add-a-roomers through 
its 1955 publicity and promotional 
campaign. 

To stimulate the multi-billion 
dollar home improvement market, 
top national magazines with a 
combined circulation of more than 


50 million will carry illustrated 
add-a-room features. The list of 
magazines being used includes the 
American Lumberman’s HOME 
Maintenance and Improvement 
magazine. 

Add-a-room newspaper and ra- 
dio-TV publicity will exceed that 
in 1954 when 1,400 newspapers 
with a total circulation of 60 mil- 
lion and hundreds of radio and TV 
stations publicized the movement. 

To help building materials deal- 
ers get as large a share as possible 
of the add-a-room market, many 
individual gypsum manufacturers 
are carrying on special merchan- 
dising programs at the dealer 
level. The association is alerting 
dealers to major publicity breaks 
on which they can capitalize. 


Brochure for Exhibitors 
Describes Exposition 


Products in Action is the chal- 
lenging theme of the second an- 
nual Building Products Exposition 
being sponsored October 11-15 in 
Cleveland’s public auditorium by 
the National Retail Lumber Deal- 
ers Association, according to a 
brochure and floor plan which has 
been sent to all prospective ex- 
hibitors. 

“The principal objective of the 
exhibition,” the brochure points 
out, “is to center attention on 
modern merchandising, marketing 
and selling techniques that will 
sell the full production of manu- 
facturers’ products and bring into 
sharp focus the huge repair and 
modernization market that has 
been largely overlooked in other 
building product expositions. 

“The entire exposition program 
is being geared to help the manu- 
facturer sell his merchandising 
and marketing ideas, as well as his 
products, to the thousands of alert 
and progressive dealers who are 
constantly seeking better know- 
how and up-to-the-minute tech- 
niques for improving their promo- 
tional efforts. 

Requests for exhibit space and 
inquiries about the exposition 
should be addressed to Martin C. 
Dwyer, exposition director, 302 
Ring Building, Washington 6, D.C. 


Gertler Named Analyst 


The appointment of Sidney Gert- 
ler, Alexandria, Va., as commodity 
industry analyst for builders’ 
hardware and other metal building 
materials was announced recently 
by the building materials and con- 
struction division, Business and 
Defense Services Administration, 
U. S. Department of Commerce. 
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REYNOLDS , 


Lot Yoursel 


ALUMINUM 


*T. M. REYNOLDS METALS COMPANY 


* Screened Porch and Window Screen Promotion 
in Top Magazines in March, April, May 

* Newly Designed Storm Sash — First time Avail- 
able—completely interchangeable with screens 


Get faster sales, bigger profits from your Reynolds Do-It- 
Yourself Service Rack— Promote and sell do-it-yourself 
screened-in porches and breezeways. (Reynolds Plan No. 
117 tells how in easy steps.) And feature window screens 
and interchangeable storm sash. 

Everything you need is available— window streamers, 
envelope stuffers, special rack sign, counter cards, instruc- 
tion sheets, ad mats. Keep your promotion going through 
March, April, May and get full benefit from the big na- 
tional advertising program. 


CASH IN NOW! 


. If you are not a Reynolds 
Do-It-Yourself Aluminum dealer, ask 
your distributor salesman about our 
complete merchandising program. 





Order Your Reynolds Plan No, 117 
on Screened Porches, Now! 





tube * rod * bar * a wide variety of 
sheet designs * angles + fasteners * 
screen and storm sash materials * win- 
dow hardware * Reynolon Plastic Film ° 
trim strip. 


REYNOLDS METALS COMPANY 
2496 So. Third St., Lovisville 1, Kentucky 
Available in Canada 


BuILDING PropucTs MERCHANDISER 


POWERFUL “IDEA” ADS 
THAT GET SCREEN 
PROJECTS STARTED... 
in LIFE, BETTER HOMES 
& GARDENS, 
POPULAR MECHANICS, 
POPULAR SCIENCE 

and other leading 


magazines 


BIG NEW TRAFFIC 
BUILDING SALES HELPS. 
Window streamer 

rack sign, ad mats, 
envelope stuffers, 
instruction sheets, 


light cord hangers 


AND*“MISTER PEEPERS” 
REACHING MILLIONS 
with the how-to-do-it 
selling story 


(For more data on advertised products fill in the coupon on page 86) 
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FREE “Do-it-Yourself” 
Display Merchandiser 


Kintrim 


(For more data on advertised products {ill in the coupon on page 86) 
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Just set this KINTRIM Merchandiser on 
your floor and watch trim sales soar! 
It shows-off the beauty of KINTRIM 
stainless steel mouldings. Places these 
popular, easy-to-install trims within 
sight and easy reach of your home- 
owner customers. Promotes more trim 
sales for owner installation of sink and 
countertops, and wall coverings. 

Order from your KINTRIM distribu- 
tor, or write us for information today. 

(Some choice territories open for whole- 
salers. Inquiries invited.) 


KINKEAD INDUSTRIES 


INCORPORATED 
Home Office & Factory 
5860 North Pulaski Road, Chicago 30, Illinois 
West Coast Office & Factory 
5250 West 102nd Street, Los Angeles 45, California 


“T"-TYPE SINK FRAME No. 800,802 


Overlaps and Underlocks 
Watertight 
Pat. No. 2502553 





Do-It-Yourself Hobbyists 
Spent $100 Million in ‘54 


Sales of hobby goods hit an esti- 
mated $100 million in 1954—up 
more than 10% from 1953—and 
there’s near unanimous agreement 
in the industry that 1955 will top 
the 1954 record. This revelation 
gives lumber dealers still another 
reason why they should push do- 
it-yourself sales. 

Down deep, the buyer of a mode! 
or handicraft kit unually is a do-it- 
yourself fan who wants something 
to look at or play with. 

Why are more people—especial- 
ly adults—lining up at hobby 
counters and handicraft shops? 

“Many grown-ups are turning to 
hobbies as a remedy against bore- 
dom,” says Charles Miller, presi- 
dent of McCoy Products, a Culver 
City, Calif., firm that recently 
came out with an engine-driven 
guided missile. The boredom, he 
adds, comes from increased leisure 
time for both workers and home- 
makers. 

Lumber dealers can advertise 
two-pronged benefits for do-it- 
yourself homeowners: 1. the home- 
owner escapes boredom during 
leisure hours and 2., he is putting 
money in his own pocket by in- 
creasing the value of his house. 


End-Use, Package Selling 
Solves Profit Problems 


End-use, package selling to con- 
trol the sale is the key to the solu- 
tion of the distribution chaos and 
low-profit condition that is plagu- 
ing the retail lumber dealer today, 
Don A. Campbell, executive vice- 
president of the Kentucky Retail 
Lumber Dealers Association and a 
yard owner, wrote in a recent 
newsletter. 

“It is a tragedy that in spite of 
the five-year continuing boom, the 
distribution structure continues to 
deteriorate and the average deal- 
er’s net profit is steadily declin- 
ing. If dealers’ net profits are de- 
clining in this boom period, what 
will happen when demand becomes 
more normal?” asked Campbell. 

“Every dollar’s worth of sales 
volume that ever by-passed the 
dealer in distribution did so be- 
cause someone other than the 
dealer controlled the sale to the 
consumer. In that statement, I 
think, lies the answer to our prob- 
lem. 

“If every lumber dealer would 
set up his business so as to control 
the sale of end-use packages to his 
market, most of the problems con- 
fronting us today would disap- 
pear,” Campbell declared. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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Only 1 in 12 Sales Leads 
Followed-Up by Dealers 


Despite the fact that median 
costs of projects involved range 
from $600 to $10,000, only one out 
of 12 sales leads furnished by a 
manufacturer were followed up by 
retail lumber dealers. 

A survey of advertising coupon 
inquiries received by Masonite 
Corp. over a three-month period 
reveals that median costs of proj- 
ects done by homeowners is be- 
tween $600 and $700, says James 
H. Hurley, advertising manager. 
Median costs of projects done by 
professionals is between $8,000 
and $10,000 and projects done 
jointly by both professionals and 
homeowners is between $2,500 and 
$3,000. 

As to why the coupons were 
sent in, Hurley said results 
showed: More than 50% of the 
people wanted general ideas for a 
new home; 37% wanted general 
ideas for remodeling; and 35% 
needed information on a specific 
project. 

Masonite routes all such in- 
quiries to dealers, through its 
salesmen, to give the dealers sales 
leads. However, Hurley said the 
survey revealed only one lead in 
12 was followed-up by a dealer. 

“Aggressive follow-up by top- 
flight dealers,” Hurley says, 
“shows that sales do result from 
manufacturers’ coupon inquiries.” 

He cited the John Schroeder 
Lumber & Supply Co., Milwaukee, 
Wis., as an example: Six follow- 
ups out of 10 leads furnished by 
Masonite resulted in sales of vari- 
ous materials. Two of the 10 in- 
quiries led to sales of Masonite 
products. 


Western Pines Popular in 
Kitchens and Play Rooms 


Kitchens and play or family 
rooms, in both new and remod- 
eled homes, are choice locations 
for using the Western pines, ac- 
cording to a survey by the Western 
Pine Association. Living rooms 
were rated the next most impor- 
tant spot for using the woods. 

The survey was made by enclos- 
ing questionnaires with copies of 
the association consumer publica- 
tion, “Friendly Home Ideas in 
Western Pine.” Response came 
from home planners in all walks 
of life throughout the United 
States. 

The respondents indicated they 
liked Western pine for both panel- 
ing and cabinet-work, with doors 
and windows also highly rated. 
The survey showed many of the 
homes to be remodeled compara- 
tively young, with nearly half of 
them less than eight years old. 





BurtpiInc Propucts MERCHANDISER 





Save up to F§00°° 


ON YOUR NEXT GAS FORK TRUCK 


Priced about 25% under any other gas trucks in the popular 
4000 lb. capacity, the Yardloader now brings cost-saving fork 
truck operation within the reach of practically every com- 
pany with yard-handling problems. Travel speed approaching 
14 miles per hour, large pneumatic tires, exceptionally high 
ground clearance and oscillating trail axle make it the 
ideal truck for outdoor service over large unimproved or 
semi-improved areas. 


Heavy-duty industrial engine of proven make, 4-speed trans- 
mission and extra-heavy drive axle assure ample power for 
top performance under any conditions. Hydraulic lift to 122 
inches, automotive-type steer, convenient controls and excel- 
lent driver visibility are a few of the features contributing 
to safety and ease of operation. 


Get all the facts—and save up to $500.00 on your next gas 
fork truck. Write to The Baker-Raulang Company, 1200 
West 80th Street, Cleveland 2, Ohio. 


BAKER 


* Yardload 


TRADE -MARK 


(For more data on advertised products {ill in the coupon on page 88) 









STANLEY 


Sell the Customer 
Who Wants a Good Buy 


Jobmaster 1012 — 16 ox. 
Bell Face — Curved Claw 
Retail Value $2.75 


Other Sizes — 


20, 13 and 7 ox. 


Jobmaster 3108 
16 ox. Ball Pein 


Retail $2.15 
8 Other Sizes: 
4 ot. up to 40 ox. 


A SELF SERVICE 
RACK FOR “PULL- 
PUSH” RULES 


Turn “Pull-Push” rules into a fast 
moving, self service item with 
Stanley's new display stand! Takes 
only a few inches of counter or shelf 
space ... sets up in seconds! 


Display is free with your order for six 
era rm No. 3610W = 
t " 8 lu lu Nha 14 19: + Py Soy 
Double scale 
marking on blade. Tru-Reading 
mouth for accurate measurements. 
$2.39 each. Your wholesaler has 
them now. Order six (a dozen is 
twice as good) today...or write 
Stanley Tools, 124 Elm St., New 
Britain, Conn. 














A STANLEY 
JOBMASTER HAMMER 


Here are quality features found on 
hammers that cost a lot more. Tough, 
straight grain hickory handle... 
head and handle shaped and bal- 
anced for that high priced “feel” 
... handles “Evertite” processed and 
triple wedged to head. 

For the customer watching his pen- 
nies, there’s no better buy than 
Jobmaster! See your wholesaler or 
write Stanley Tools, 124 Elm St., 
New Britain, Conn. 








90 DAY GUARANTEE 
SELLS NO. X226 
EXTENSION RULE! 


Here’s the Stanley “100 Plus” X226 
— finest Zig-Zag Rule made. Opens 
to even inches at end of each stick. 
Square ends butt flush with work. 
Easy to read black numbers with 
plastic finish — wear four times 
longer. 8” brass slide makes it handy 
for inside measurements. 


Inside the sleeve on each Stanley 
X226 Rule is a printed registration 
form ..: your customer's assurance 
that he’s buying the finest rule made! 


If rule breaks under normal usage 
within 90 days, customer mails certif- 
icate and rule to us... we'll replace 
rule FREE! 











FINE HARDWARE 
WITH PACKAGING 
THAT SELLS IT! 


New easy-to-stock packaging makes 
popular Stanley 2692 Sets of Sliding 
Door Hardware easy to sell! 


Big, clear labels on every side tell all 
— make identification easy. And all 
the Stanley quality hardware features 
are in every package — strong 
V-shaped aluminum track . . . easy- 
to-adjust hangers... quiet, solid 
nylon wheels. A screw driver is the 
only tool needed to install. 


2692-A For 
Single Door in 
Pocket 


2692-D For 
Two 
By-Passing 
Doors 


2692-3D For 
Three 
By-Passing 
Doors 


Set S-2692 has extras needed for an 
extra door. Complete line of acces- 
sories and trim. 


FREE! | 


A working display of sliding doors 
with an order for any 12 sets of 
sliding door hardware in 2692 
Series. Only 13%” x 10” x 3”. No. 
WM 2692-D. 

Your wholesaler has the 2692 
Series, or write Stanley Hardware, 
124 Lake St., New Britain, Conn., 
for full details. 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 
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STANLEY 
HANDYMAN 
ELECTRIC TOOLS 
H-5S ASSORTMENT 


ACES ...BACK » BACK 


Electric Tools — Hand Tools 
Matched for Greater Profit! 


Here’s the only complete power and 
hand tool display available... the 
new Stanley-Handyman HT-1 and 
H-55 combination Merchandiser! 
Use the back of your HT-1 Island 
Fixture! Pair Handyman Electric 
Tools with Handyman Hand Tools! 
Get increased traffic... more sales 
. and greater profit! 

With nineteen Handyman Electric 
Tools and accessory items, manuals, 
folders, sign, hooks and price clips 
the H-55 Assortment costs you 
$198.62. Retail value of all items. . . 
$297.15. Don’t miss this profit- 
packed deal! Get in touch with your 
wholesaler right now or write Stanley 
Electric Tools, 124 Myrtle St., New 
Britain, Conn. 


HARDWARE ® TOOLS 


BUILDING PropucTs MERCHANDISER 


Stanley-Handyman sign, hooks, and 
price clips are included free with the 
H-55 Assortment. 


IT’S NEW! 


A Shop to Carry 
On the Job! 


Show your builder customers how to 
carry a complete “shop” on the job 
with Stanley’s new H63 Builders Kit 
..- Power Plane, Router and Butt Tem- 
plet in a sturdy, metal carrying case. 


16” Power Plane 
fits doors, 
windows, storm 
sash, 


Butt Templet 
guides Router in 
mortising. 


Router makes 
hinge mortising 
far easier and 
quicker. 


Hundreds of other uses in making 
bookcases, cabinets and interior trim 
on the job. 


Accessories, tools, cutters, instructions 
included in kit. Retail value... 
$135.00. They're in stock at your 
wholesaler's or write Stanley Electric 
Tools, 124 Myrtle St., New Britain, 
Conn. 


CONGRATULATIONS AND BEST 


TO ANDERSON & IRELAND 


@ ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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Report from 


WASHINGTON 


Uneasiness About Housing Market . . . NRLDA Does Not 
Back FHA-VA Law Changes. . . Don’t Fear Prosperity 


The reason for the persistent 
whanging away at the million-plus 
housing figures recently is that both 
the federal government and the in- 
dustry feel a certain uneasiness 
about the market. 


* ” + ” * 


Thomas J. Sweeney, VA assist- 
ant deputy for loan guarantees, was 
recently asked at a hearing by the 
House Veteran’s Affairs subcom- 
mittee, what, if anything, the Presi- 
dent’s Council of Economic Advis- 
ers is proposing to do about curing 
the housing excess, if any. 


* * * * o 


Sweeney said a survey is being 
made to determine housing vacany 
percentages and what the real hous- 
ing needs are and whether the 
tempo o fhome building is likely to 
continue. He said the lending mar- 
ket for new homes is tightening. He 
thinks this itghtening of the lend- 
ing market will effect sufficient ad- 
justment without need for special 
government action. The tightening 
is being managed by financiers. 


* « ” * * 


Congress has approved $1.5 bil- 
lion needed to carry the FHA 
through the present fiscal year. 
During the debate, the question was 
raised as to whether we are ap- 
proaching the saturation point in 
housing. Most House Banking and 
Currency Committee members said 
no. 

* » * ” * 


Jesse Wolcott, ranking minority 
HBCC member, said that at the end 
of 10 years, it is estimated the na- 
tional economy will stand at about 
$535 billion as compared with the 
present $365 billion. This advance 
is predicated in part upon the esti- 
mate that in 10 years, the United 
States’ population will be 191 mil- 
lion. Woleott thinks the country 
will absorb 1.2 million houses per 
year for the next 10 years. 


. a . * 7 


Title I expires this year unless 
Congress extends it. The adminis- 
tration is expected soon to ask for 
this extension. The NRLDA thinks 
the proposal will be adopted with 
few, if any, amondments., 
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One industry publication has 
printed an article advocating more 
than 20 changes in housing legisla- 
tion and policy; the publication in- 
ferred that the NRLDA and some 
other associations support these 
recommendations. Executive vice- 
president H. R. Northup of the 
NRLDA has issued a release to the 
contrary (see news pages). 


* * * e * 


M. W. Watson, chairman of the 
construction and civic development 
committee, U. S. Chamber of Com- 
merce, recently issued an extended 
statement about public concern over 
new residential building. 


* a * + . 


The projected big estimate of the 
’b5 housing demand rests in part 
upon an open winter that permitted 
an unexpectedly heavy volume of 
building. The guess has been made 
that this volume will continue 
through the year. However, these 
early figures mean that the year’s 
housing construction is off to a 
handsome start; but, not necessar- 
ily that it will maintain this speed 
for 12 months. 


* ” x ” ” 


.. About funds available for mort- 
gages: Reports say savings & loan 
associations, life insurance com- 
panies and mutual savings banks 
will have about $1.75 billion more 
in new funds for mortgage loans in 
’55 than they had in ’54. But, in- 
terest rates have moved:slightly up- 
ward; and this may put some re- 
straint upon house construction in 
the second half of the year. 


* ” . * 


There are other restraining 
forces, including possible shortages 
of key building materials and pro- 
spective wage increases that may 
add to costs beyond what contrac- 
tors can absorb. Another restraint 
is the difficulty contractors may 
have getting suitable land supplied 
with public utilities. 


o * . 7 * 


.. Nevertheless, the strong start 
construction has made this year 
shows that general housing demand 


has lost none of its vitality and is 
showing propects for an even better 
year than had been forecast last 
fall. 


* * * * ” 


“That this should be taken as 
cause of alarm rather than for 
pleasure and confidence,” Watson 
says, “can be interpreted only as a 
lack of faith in our system to adjust 
against excesses. Such self-adjust- 
ing forces appear to be already at 
work.” Finally, Watson quotes a 
statement attributed to chairman 
Martin, of Federal Reserve: “Don’t 
be afraid of prosperity.” 


* * * * * 


Living costs in the United States, 
according to the Bureau of Labor 
Statistics, has been riding along un- 
changed for several months; at 
114.8% of the 1947-49 average. The 
take-home pay of industrial workers 
—the weekly wage, minus taxes— 
has gone up slightly; an average 
increase of 76¢ a week. This could 
be called stability. 


oe ” ” * * 


Federal Reserve reports are that 
Americans are jetting along on the 
biggest installment-buying flight 
since records have been kept. Gov- 
ernment economists regard it as a 
symptom of continued prosperity ; 
but they’re amazed at the staying 
power of the trend that has gath- 
ered speed for about a year. 


a 7 . ” * 


At the end of February, U.S. con- 
sumers were signed up for $22,500,- 
000,000 of installment obligations. 
This covered purchases of cars, 
household appliances, furniture, 
home repair and personal loans. Of 
this sum, $10,600,000,000 had been 
loaned on motor cars; reflecting the 
heavy sales of new-model machines 
made during the winter. 


= n r * ca 


Home repair and modernization 
loans accounted for $1,550,000,000 
of these loans. It’s worth noting 
that repair and modernization con- 
struction accounts for a credit line 
approaching in size that of new 
building, itself. 

R. Y. Kerr 
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TEMPERED OAK FLOORING 
MAKES ALL THESE PEOPLE- 





It takes an Oak Flooring thoughtfully designed and carefully manufac- 
tured to satisfy completely so many different people. Yet, we know that 
Cloud’s Lockwood Oak Flooring meets the most exacting requirements 
of all who handle it, work with it and live with it! And we feel that YOU 
will find yourself in one of the categories listed below! Check and see if 
we aren’t right. 


THE BUILDING MATERIAL DEALER... who chooses to stock Lockwood Oak Flooring 
because it has a known preference among leading home builders. 





THE ARCHITECT... who recognizes that there is no practical substitute for the per- 
ection and beauty of Lockwood Oak Floors, 


Te OME BUILDER ... who appreciates Lockwood's right combination of quality and 
eben : quality for sales appeal and enduring customer satisfaction — economy 
the mira margin of profit every builder seeks. 


ny BROMTRACTOR ... who values such Lockwood advantages as precision- 
ble Mollow-back design and the nail groove feature, as well as our exclusive 
» all of which help him save up to 35% in laying and finishing costs. 


ATE MAN... who is abreast of the times and is aware that Lockwood 
gives a home instant acceptance and helps sell it quickly! 


WOUD NEW OWNER... who is conscious that he has acquired for his family 
home easier to furnish and decorate, with beautiful lifetime floors, thanks to 


Lockwood's durability! 
OFMA 


QUALITY OAK FLOORING SINCE 1926 COARG 
Loo 


» 


THE 
OAK FLOORING 


WITH THE 


NAIL GROOVE 


BuiLpInG Propucts MERCHANDISER (For more data on advertised products fill in the coupon on page $0) 





‘Feels softer 
to the cutter’ 


says |. A. Biddle 
of Biddle Building Materials 
Harrison, Ohio 


“Brand ‘B’ felt softer to the cut- 
ter and snapped off straight and 
crisp.”’ Mr. Biddle had just test- 
cut four well-known brands of 
single-strength window glass. 

The brands were identified only 
by letters—A, B, C or D. He tried 
several cuts on each. He picked 
“B”’ as the easiest to cut, every time! 

“B” was L:O-F. 28 out of the 30 
dealers who took this test picked 
L:O'F! 

Why does L:O-F cut easier? Be- 
cause it is annealed more slowly, 
more patiently, 

That makes it less brittle and 
more “even” in structure. So it’s 
a safer buy for your customers, 


too 


Try the 
“Blindfold Test’’ 


Yourself! 


Cut L-O-F first, last, or in between 
the other brands. Run any kind of a 
cut you want. You'll see why you 
have fewer bad cuts, less waste and 
more profit with L-O-F. 

Call your nearest L-O-F Distribu- 
tor. These local businessmen are 
listed under “Glass” in the yellow 


pages of phone books in many prin- 
cipal cities throughout the country. 
And send for your free booklet— 
“For Greater Profits in Window 
Glass”. 

Write Libbey-OwensFord Glass 
Company, 608 Madison Avenue, 
Toledo 3, Ohio. 


LIBBEY OWENS: FORD the easy-to-cut WINDOW GLASS 
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cab-forward design 

















Shorter turning diameter . . . Easy steering 
.. . Simple, convenient controls . . . Better 
ability to get in and out of tight quarters 
... Easier handling in heavy traffic . . . For 
example, with cab-to-rear-axle dimension 
of 81%” turns can be made in a 34-ft.- 
diameter circle. 


Built in sizes from 20,000 Ibs. to 28,000 Ibs. G.V.W. as straight 
trucks, and as a tractor in the 40,000-53,000 Ibs. G.C.W. range 
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best fills all 10 basic C.0.E. requirements 

















EASY sepyici¥® 


Usual every-day servicing 
is accomplished without 
raising cab . . . Engine is 
clean — requires no time- 
consuming, complicated 
service work on cluttered 
accessories . . . With cab 
locked in raised position me- 
chanic can reach the com- 
plete engine from one posi- 
tion with no lost motion. 







































Improved seats and driver's posi- 
tion in a wide-door cab that’s in- 
sulated, fully ventilated, easily 
heated, and fume-proof. . . Low, 
wide step . . . Easy entrance and 
exit—no body contortions getting 
in and out behind the wheel... . 
Counterweight-type windows —no 
cranks to turn. 


Never before such complete accessibility in 
C.0.E. design. New Mack Verti-Lift cab pro 
vides full exposure of all engine and front chassis 
parts. It's like working at a bench with head- 
room and sideroom to spare 


You get both in Mack Cab-Forward 
“D”’ Series. They’re truly modern—with 
eye-catching distinction. That’s the first 
thing you notice about these sensational 
new units. 


But—take a deep-down look at what’s 
underneath. You'll find broad shoulders 
there—the rugged construction that for 
more than half a century has been the 
hallmark of hard-working Mack trucks. 


You'll see smart engineering throughout. 


The revolutionary new Verti-Lift ‘‘raise- 
type’ cab—up and locked in seconds 
exposing all engine and front chassis 
parts for quick and easy servicing. 


to give you shortest 
overall length or extra bulk capacity. 


Compact design 


Picture-window cab that really puts the 


driver in the “‘driver’s seat’—a C.O.E. 
cab that permits a driver to get in and 
out without contortions. 


And—of great importance to you as an 
owner—in terms of low maintenance and 
low operating costs, there’s nothing com- 
plicated about these great new trucks. 
No intricate levers or shifting mechanism 

no troublesome surge tanks for cooling 
... A conventional chassis throughout .. . 
And an engine that’s entirely free of 
cluttered accessories. 


Yes—any way you look at them—and it 
will pay you to take a good look— you'll see 
trucks that mark a new concept in C.O.F. 
design —trucks that are the ultimate both 
in styling and in engineering. See them 
at your Mack branch or distributor. 


MACK TRUCKS 


EMPIRE STATE BUILDING, NEW YORK 1, N.Y. 
IN CANADA: MACK TRUCKS OF CANADA, LTD. MONTREAL, TORONTO 





AN UNLIMITED CHOICE OF PLANS 
SELLS BUILDING MATERIALS and HOUSES! 


Follow the advice of the National Retail Lumber Dealer’s 
Association: “Your Home Planning Center . . . should 
have every kind of catalog, home magazine. product, litera- 
ture, how-to-do-it book, plan service. . . .” 


Add 165 New Home Plans To Your Housing 
Library In These Four Latest 1955 Books Of 


ASSOCIATED PLAN SERVICE, Inc. ce 


All are the most popular designs of many of the country’s usTom nomes 
leading Architects. All are economy engineered and con- + 
struction tested. They have been proved successful thru 

actual sales in the field by foremost merchant builders. 


HERE IS A TYPICAL BEST-SELLER: 
Design #6159 , 


NEW AMERICAN 
HOME -PLANS 


. ee 
wee Weer seer 


Architect William G. Chirgotis, 
12-0" 20-0" I* A.I. A. 


542” wide by 566” deep. 
1555 sq. ft. 








Net price for blueprints & specifica- 
tions $15.00 one set. $3.75 each add. 
set. 











PLeeTO® Gen 


CLOSE TO A MILLION 1955 PLAN BOOKS WILL BE DISTRIB- 
UTED THIS YEAR BY ASSOCIATED PLAN SERVICE, INC. 
TRIAL OFFER 100 BOOKS FOR $17.50 











iv-0” « 21-8" 





Alert Lumber Dealers 


everywhere are reaping Associated Plan Service, tne, rage 
the benef? of their ére- 384 New York Avenue, Huntington, NW. Y. 


ere } = cuilaal | mend lin wer pane 
ous pu g power. Please ship and bill us $17.50 for 25 each of the following, 100 


total, on your money back guarantee 
Homes by Leading American Architects. Low Cost Custom Homes 
New American Home Plans. Today's Homes by Leading Architects 











SEND FOR TRIAL OFFER 25 COPIES OF EACH. MGR Mit calls Pe 
100 TOTAL @ 17'2¢, IF $17.50 DOES NOT MAKE ESIGN 24109 21 $18.00 one sat, $3.70 cach odditioncl set 

ONE HOUSE SALE THAT YOU MIGHT OTHER- ‘ 
WISE LOSE — YOUR MONEY BACK. a; 


Individual 


We know from experience your next order will probably Address 
be in the high hundreds. 





City State 
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The name on the door means a lot 


A door tells a lot about its owner's 
taste and judgment, It also cells about 
the man who sells it 


If ic san Atlas Plywood birch door you 
know it won't come back that ic will 
Rive years of satisfaction in good looks 
and service — and that it helps build your 
reputation for quality and your sales 


volume 


Atlas Plywood doors are easy to finish, 
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easy to hang. They're trued, trimmed and 
glued right quality-controlled every 
step of the way, from American forest to 
finished product. They are available with 


solid or hollow cores in all popular woods 


and in grades that meet every require 
ment. If you're handling them now you 
know you've gota good thing. If you're 
not, better find out. Write Dept. AML-4, 
1432 Statler Bldg Boston 16, Mass 


Atlas Plywood 


CORPORATION 
FROM AMERICAN FOREST TO FINISHED PRODUCT 


Boston 16, Mass. Distributors in all principal cities 
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...and the Best on the House 


‘‘Model Home’’ in Good Housekeeping features 
Flintkote Decorative Insulation Materials ! 


A number of your very best prospects for home 
improvement are reading these statements: 

“The most modern of all wall materials!’’ 
“Installed in a jiffy!” “Grand for both remodel- 
ing and new buildings!” 

That’s what the editors, designers and archi- 
tects of “Best in the House” say about Flint- 
kote’s new Decorative Insulation Plank and Tile. 

To whom? To all the readers of Good House- 
keeping Magazine... which also backs Flintkote 
Building Products with its GUARANTY SEAL. 

This model home advertising does more than 
lell your prospects about Flintkote’s colorful 
insulation Plank and Tile and other Flintkote 
building materials. It shows these beautiful prod- 
ucts in use... inside and outside the house. 


So use this hard-selling editorial type adver- 
tising and publicity to sell more Flintkote 
materials. Display the April ‘Best in the House” 
advertisement featuring Flintkote Decorative 
Insulation Plank and Tile. Perforated Ceiling 
Tiles. It also includes Flintkote Asbestos Siding 
and Asphalt Roof Shingles. 


Alert your customers to your Flintkote display 
with the promotional material available to you 
free. Use the four color jumbo blow-up prom- 
inently on your walls. In your windows. 


For full details call your Flintkote Repre- 
sentative or write: 


THE FLINTKOTE COMPANY, 
Building Materials Division, 30 
Rockefeller Plaza, New York 
20, N. Y 


FLIN TK OTE 20<2<< cote: Leader since 1901 
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jee’ WHEW CHEVROLET 























Dressed for a new bonus 


For the first time in any truck line, two distinctly 
different styling treatments are offered by Chevrolet. 
New models ... more models... higher One in light and medium models, another in heavy- 


. . duty. Each is a new, profitable advertisement-on-wheels 
G.V.W. Designed and built the way you duet atil ues belianes. 
can count on Chevrolet, the leader, to Measured for a new savings 


build them. Ready to do more jobs. Do Makes a whale of a difference to get a truck that fits the 
, : oS ’ job. And in Chevrolet you get it! With 75 different 
em faster. Do ’em better. And do ’em models, all having the industry-standard 34-inch frame 
with new economy. width . . . 15 wheelbases, ranging to 220 inches . . . three 
different chassis types, conventional, forward control, 
low cab forward . . . and with maximum G.V.W.’s 
upped to 18,000 lbs.—Chevrolet’s new line of Task- 
Force Trucks offer the exact truck to do the job you 











jet WEW CHEVROLET 
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need done . . . with operating costs lower than ever! 


There’s new Overdrive for even bigger gas savings on 
'4-ton models . . . proved truck Hydra-Matic on -, 
34- and 1-ton models—each optional at extra cost. And 
now, as standard equipment, Power Brakes are featured 
on 2-ton models (optional on all others) and Tubeless 
Tires are standard on '4-ton models. 


Powered for economy 


Whether you deliver door-to-door or haul state-to- 
state, Chevrolet’s six new “high-voltage’’ engines 
offer the right power-combination for dependable, 
economical performance on every job. All are of 
efficient valve-in-head design with high compression 
ratios. All feature the surer kick-off and bigger gener- 





ator capacity that only Chevrolet’s new 12-volt elec- 
trical system delivers, 

Chevrolet’s new “under-the-hood”’ features are 
almost endless. Engine mountings are completely rede- 
signed, cooling and lubricating systems made more 
efficient, fuel system improved . . . on and on they go, 
setting a new pattern for the truck industry. 


Investigate without delay 


So revolutionary are the many new and profitable 
features advanced by Chevrolet’s new Task-Force that 
truck users everywhere should see their Chevrolet dealer 
today. Learn the complete story and get started on your 
way to better trucking. . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Task-Force rRucks <= 
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f sell Any Size Roof 


§ Your Customer Wants 


i with Just 2 Widths of 
Quaker State 
; Cross Corrugated 


: Aluminum in Rolls 





F 
f 


PATENTED 
TO PROTECT YOUR PROFITS 


Ochiltree Patent 
No. 2,369,478 


28'' and 48'' widths 
in 25-50-100-200 ft. 
rolis. Three gauges, 
U.S. Standard 26 
(.019"'), 24 (.024'") 
and 22 (.032''). 


ti ' 
v 


tin 


nv 
5 
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Cali QSM fer a Complete Line of Metal Building Products 
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Now you can make real roofing profits with Aluminum in 
* Rolls! This sensational new product can cut your inventory 
requirements down to two widths (28” or 48’’) of cross cor- 
rugated aluminum. You just measure off the right length, 
cut it from the roll,and your customer is ready to install a 
long-lasting aluminum roof... as easy as rolling on a rug! 


QSM_ ALUMINUM IN ROLLS IS EASY TO INSTALL. 


Because of the length of the rolls, which can reach 
across the full length of most buildings, side laps are 
eliminated. The roofing or siding can be installed in 
one-fourth to one-half the time required for other 
types by ordinary labor. 


QSM ALUMINUM ROOFING IS HURRICANE-TESTED*. 


Wind, rain, or hurricane—it’s all the same to this 
snug-fitting, contour-hugging aluminum roof. QSM 
Aluminum Rolls are cross corrugated for extra 
strength, and a roof covered with this sensational 
any stays on in any weather! It stays shining 
oright, rust-proof, leak-proof and fire-proof, with- 
out painting. 


NATIONAL ADVERTISING HELPS YOU SELL. 


Farmers, industrialists, builders and architects are 
being pre-sold for you in coast to coast advertising 
and publicity. 
A WONDERFUL TRAFFIC BUILDER FOR DECORATING AND SIDING, 
TOO! 


QUAKER STATE 





COMPANY 


LANCASTER, PENNSYLVANIA 


WRITE TODAY FOR COMPLETE DETAILS 
ON NEW QSM ALUMINUM IN ROLLS 


por ;---- 


Quaker State Metals Company 
Dept. 17, Lancaster, Pennsylvania 


Tell me how | can increase roofing, siding and decorating 
sales and profits with QSM Cross Corrugated Aluminum Rolls. 


Name 


Tee 





PR cantilitinnnciiiniatiitincnminnamtina 





a State 
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ADDS NEW COMFORT TO THE HOME. 
More appliances, open planning, and 
larger families are making people 
more aware of noise. You can help 
your builders make their houses more 
saleable by telling them about Arm- 
strong Cushiontone® — the easiest, 
most economical way to “install” 
quiet, This handsome ceiling tile ab- 
sorbs up to 75% of the noise that hits 
it—it’s a genuine acoustical tile. 





‘Todays new homes 


oller big market for > re 
Sound Conditioning SES ARN 


COMPLETE CEILING IN ONE MATERIAL, Cushion- 
tone goes up fast by nailing to furring strips 
which have been applied to ceiling joists, It re- 
places all other ceiling materials, completes the 
job in one operation, and needs no painting or 
quieted with nationally advertised Cushiontone finishing. Installation requires no special tools 


or training. It can be washed or repainted. 


Progressive builders find that homes 


attract more prospects, sell faster 


BACKED BY CONSUMER ADVER 
TISING. When you sell Cush- 
iontone, and when builders 
install it, you're both bene- 
fitting from the sales power 
of a nationally known brand 
name, Each month full-page 
Cushiontone ads appear in 
The American Home and 
Better Homes and Gardens, 
read by 7,000,000 home- 
minded families. 


CUSHIONTONE IS PROFITABLE TO HANDLE. Cush- 
iontone, with the exclusive Full Random de- 
sign, is a quality acoustical tile that is backed 
by national advertising designed to help you 
sell. Your Armstrong wholesaler can tell you 


quickly just how profitable Cushiontone ean be ( Arm st rong 


for you. He will also supply you with Cush- 


iontone stocks and keep bulk supplies readily CEILIN G Ss 


available in his warehouse. Ask for free pro- 
motional material, oe, — Aamir eng Cushiontone® * Temlok® Tile * Perforated Temiok Tile 
Cork Company, 4204 Rieker Ave. Lancaster, Pa. 


. to quiet and beautify homes 
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CERTIGRADE 


TRADE MARK 


Red Cedat 
See oce & a 


A LABEL SIMILAR TO THIS, DESIGNATING 

GRADE AS NO. 1 BLUE LABEL, RED LABEL 

OR NO. 3 BLACK LABEL, IS ATTACHED TO 
ALL CERTIGRADE SHINGLES 








RED CEDAR SHINGLE BUREAU 


COoPvaricwr i: 5 


QUALITY YOU CAN COUNT ON 


RED CEDAR SHINGLES produced by member mills 
of the Red Cedar Shingle Bureau are identified by a 
label on every bundle bearing the word CERTIGRADE 
Only manufacturers who meet the grading standards of 
the Bureau can obtain or use these labels, which certify 
that the shingles so identified have been inspected and 


guaranteed as to grade by the Red Cedar Shingle Bureau. 


To build your reputation for quality, to assure 
satisfied customers, and to protect yourself make 


certain you specify CERTIGRADE on every shingle order. 


RED CEDAR SHINGLE BUREAU 
$510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


i125 HOWE STREET, VANCOUVER 1, CANADA 
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by Americans...for Americans! 


Ready to meet competition from anyone ...from any- 
PATENT PENDING 


where! The new Hager “All-American’’ butt hinge is " ; i 
the long-awaited answer to the demands of builders and NEW HAGER VAN; Amonicon 
builders’ hardwaremen for low price butts and top ; , 

quality performance. All of the time-honored Hager 3% X 3% NO. 1641 

quality is there; only a few cost-making trimmings ready for service at a price 20% Less 
have been shorn off. than other Domestic Hinges! 


it’s American Made—Hager Made. Backed by Hager’s 

fine old reputation—a century long—it’s a hinge we're New Non-Rising 
proud to place our name upon, just as we have been Hager “‘Top-Loc”’ Pin 
proud to do so on any quality Hager Hinge that’s left Holds Pin Securely 
our factories during our 106-year history. when Tepped Down! 


Out Went the Plug . . . Down Went the Price! 


Ingenious Hager engineering eliminates labor and Quick, Easy “Push-Up” 
materials normally required for conventional-type plug. “INo-Mar” Pin Removal! 
Once installed, it’s so cleverly designed you’d never 

notice there is no plug at all/ 


When low cost, without sacrifice of quality, is a specifi- 
cation factor...specify Hager Nos. 1641 or 1642, 
3% x 3% butts. 


No Plug—Yet 
Designed to Look Like 
the Hinge is Plugged! 
aeYTaA, 


. Order Nos. 1641 (Dull Brass) 


, 1642 (Prime Coat) 
« where Price and Quality are both a requirement, naturally the we , oe 


— i 
t 0 doorways of the world will swing on the Hager “all-American!” 3% « 3% size only) 


S on ® 
OCisss C HAGER & SONS HINGE MANUFACTURING COMPANY + ST. LOUIS 4, MISSOURI 


4 
« 


z 














BUILDERS 
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PROSPECT FOR 
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REMODELERS 


$0 ia 
DO-IT-YOURSELF 
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and NOW 
You 


will 


SELL THEM <i 
in VOLUME _ 





NATIONALLY ADVERTISED! 


Beauti-Dor presells for you all year 
‘round! Now, the Beauti-Dor Tub En- 
closure is a mass sales item — bigger 
than ever! THIS MEANS PROFIT — 
BIG PROFIT FOR YOU! 


PROOF OF QUALITY! 


Yes, Beauti-Dor Tub Enclosures have 
been chosen by the editors of HOUSE 

& GARDEN MAGAZINE — . 
the basis of quality alone — for the (= 
bathrooms of their “1955 HOUSE 
OF IDEAS"! 


- ot « 
bed “eo 
**.e00 
‘ \ tae tetn pour © 
“ ro 7" 
Se Aeenad 
el 
7 our 
. ~ it « 


AMERICA’S LOWEST PRICE! 


The 


* 


biggest Value! Gleaming aluminum, 
42” thick translucent glass. Double over 
head, ball bearing rollers — cadmium plated 
Height overall 5914”. Shpg. wt. 95 Ibs 


SELL OVER YOUR COUNTER A 


Use only 5” x 18” of space 
BEAUTI-DOR'S display 


point of sale material is terrific 


to sell! 
model and 
' 


SIMPLEST TO STOCK—NO HANDLING! 
BEAUTI-DOR 


bled and glazed all 
to-store carton 


comes to you completely assem- 
in one compact, casy 
nothing for you to open or pack 


> 
*Blightly higher west of Rockies 


ey \| Mae] l) le] MR fels) bam Dect. AL-8] 


Please rush me all detoils of BEAUTI-DOR - 


America’s leading Tub Enclosure! 
Builder () Distributor 


SHOWER 
ENCLOSURES 
iis 


lama Dealer 
Nome 
Compony 


Address 
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THIS FOLDER BRINGS YOU 





Write for your copy today! 


re—_. 


STANDARD 
HEIGHTS 
3’ 4’ 6’ 
V—s’ 


AW x7’ 
SECTION IS 
NUMBER 47 

AYU «H 

1S 26 

















¥ Vv 


Now, for the first time, one Universal Section —in 20 standard 
sizes—serves as walls, floors, ceilings and roofs—for every 
type of one-story construction. You build all 20 sizes on one 
simple $35 jig. You use only two types of beams and rafters. 
You build trusses and gable ends (in 10 widths) on any 
flat surface 


You are now ready to deliver bungalows, camps, garages, 
poultry houses, tool houses, play houses, motels, etc.— from 
6’ to 24’ wide and in any length. You embark on an entirely 
new sales program. You 

offer a trademarked 

method that is strength- 

tested by independent 

laboratories. 


Write or wire today for 
the full specification de- 
| tails! Kindly address your 
| inquiry to Dept. D-17. 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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It takes “‘Big Mill” facilities 
to produce “Big Mill” lumber 


“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin We ship 
high altitude forests, rigid grading standards, scientific kiln 
drying, plus “BIG MILL” manufacture. And you get 6,000 cars 
SouTHWEsT Ponderosa Pine — definitely a better product. 

Always quick delivery on either straight or mixed cars. Write a dead 
today for the name of your nearest SourTHWEST representative. 


Southwest | LUMBER MILLS, INC. 


2 tm, ® OH OER A, ROVE CRS 








SIDING bd SHEATHING * SUB-FLOORING ° ROOF DECKING * PANELING . INTERIOR FINISH 
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EDITORIAL: Are You Overlooking this Profitable “Sleeper” ? 





Garage doors now represent a whopping $133 
million annua! market. 


Are you getting your share? 


Some dealers may shrug their shoulders over 
the fact that installing applicators have captured 
an important part of the garage door business. 


Two things should change their thinking: 


1. The tremendous growth in sales volume of 
garage doors. 


2. The ease with which dealers can sell and 
service modern garage doors. 


The installer got the business originally by (a) 
aggressive package selling and (b) satisfactory 
servicing. 


Dealers can recapture the business the same 
way, in fact the tide has now turned and dealers 
appear to be selling the biggest part of the present 
garage door volume, but much remains to be done. 
For a helpful merchandising program on garage 
doors see the special feature on page 51 in this 
issue. 


With cash registers again ringing with profits 
recaptured from a lost market, every dealer should 
ask himself these questions: 


How big is this market? and how much of it 
exists in my trading area? 


The best estimate available shows over two mil- 
lion residential garage doors were sold last year, 
with an average price of $66.50. This represents 
over $133 million a year in garage door sales alone, 
to say nothing of the related items such as paint, 
lumber, millwork, nails, etc. 


How can a dealer estimate the potential garage 
door sales in his area? 


First, take the building permits on new con- 
struction. 


Second, check the building permits for remodel- 
ing. 


Third, check the areas in which speculative 
built homes were built without garages. 


Fourth, analyze who is getting most of the local 
garage and garage door business, and set out to 
improve on their sales and service. 


Fifth, develop an aggressive newspaper cam- 
paign in local newspapers. American Lumber- 
man’s ADservice mat service has valuable mate- 
rial on advertising garages. Aside from the mats 
on attic remodeling and Add-A-Room they have 
sold better than any other mats offered. 


Sixth, advertise regularly in the telephone book 
under “garages and garage doors.” 


The last available estimates spot checked at 
random through the United States and Canada 
show that in some areas dealers are doing as much 
as 70% of all residential garage door business. 
For example, two cities in Florida spot checked, 
sold 60% of those being sold by dealers, one area 
in Washington, 60%, eight cities in Texas, 50%, 
two cities in Michigan, over 40%, etc. 


These figures are not phenomenal, but they 
show the dealers are doing a bigger and better job 
in this market than most people realize. 


It looks like the automotive industry is going 
to have the biggest year in its history, so why 
shouldn’t every lumber and building products 
dealer set out right now to capitalize upon this 
important package selling opportunity? 
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~ "You MAKE PROFITS 
INSIDE and OUT with 


Gold Bond's complete line of 
INSULATION PRODUCTS” 


says: JAMES T. HAIRE, President, N. C. Bennett Lumber Co., Minneapolis, Minn. 


“We find that we can fill every customer's Gypsum Company. And we can order them 
insulation board order with the Gold Bond for shipment in the same car in any combi- 
line,’’ says Mr. Haire. ‘To the builder, we nation we want.” 

can offer insulation sheathing, shingle backer You can make more profit. Stock the com- 
and the hardboard items he uses. And for plete line of Gold Bond Insulation Board 
the big remodeling and do-it-yourself mar- products, Give your customers top quality 
ket, we have Gold Bond interior insulation service and still keep your inventory invest- 
board, plank and tile. Another important ment to a minimum, too, Call your Gold 
advantage for us is that we can get all these Bond representative today. For detailed in- 
products from one manufacturer, National formation, write to Dept. BM-35, AL 


NATIONAL GYPSUM COMPANY «+ BUFFALO 2, NEW YORK 


Offer your builder customers Gold Bond Asphalt- Gold Bond Insulation Board Tile insulates, 

impregnated Insulation Sheathing for strength sound-conditions and decorates this bedroom 
plus insulation—or Asphalt-coated, Aluminum- ceiling all at once. Offer both your “do-it-your- 
painted Insulation Sheathing for maximum insu- self” customers and your commercial customers 
lation, 1000 sq. ft. of these big panels can go up pre-painted Gold Bond Insulation Tile, Planks 
in about 8 man hours and Panels 


Build better with Sep lyase a ><a 


LATH, PLASTER GYPSUM BOARD INSULATION BOARDS BOCK WOOL PAINTS AND ACOUSTICAL ASSESTOS BOOTING 
AND LIME PRODUCTS PLANKS AND TILES INSULATION Textuees Tes AND SIOING 


Gold Bond INSULATION BOARD PRODUCTS 
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EXTRA STORAGE SPACE is comparatively cheap if you 
modify current shed-type building and use air rights. By 
going from 16 to 20 feet, you'll increase the cubic space by 


16% at a cost of only about 5% additional 


No. 2 
in @ series 
of articles 


DON’T OVERLOOK GRAVITY as cheap method of solving 


some of your materials 


handling problems. Give gravity 


uses your first consideration. 





ail 


USE OF MECHANIZED EQUIPMENT instead of manpower 
usually increases efficiency and economy. Equipment should 
pay for itself within two years. 


11 Fundamentals 
in Materials Handling 


By studying your yard in relation to these fundamentals, 


you can easily test its present 


By IRVING M. FOOTLIK 


Materials handling means the 
full use of your space, the inte- 
grating of different types of han- 
dling equipment and the reduction 
of total in-the-yard time consumed 
by materials which brings no in- 
come until delivered to the cus- 
tomer. It also means greater per- 


April 18, 


efficiency and potential. 


sonal safety for personnel and less 
damage to stock. 

Not all materials handling can 
be mechanized. It is not necessary 
to buy elaborate high-cost equip- 
ment to do a job. There are many 
simple devices that lead to mate- 
rials handling economies and elim- 
inate excessive and unnecessary 
handling. 

Here are three fundamental ob- 
jectives, which we should expect 
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a> 


must be coordinated with other units 


oh. he 
STRADDLE CARRIER is among the most versatile pieces 


of equipment, but for greatest economy and efficiency it 
Carriers are often 


used for job deliveries as well as yard operations. 


EQUIPMENT IS MORE VALUABLE the more uses you 
can find for it. For example, hydraulically actuated rollers 
make it possible to roll loads sideways or at right angles. 


STACK UNIT LOADS parallel to the length of the shed and eliminate 
extra aisles. Aisles are waste space and should be kept at a minimum 


from materials handling in our 
lumberyard operation: 

1. More efficient utilization of 
yard space 

2. Better customer service 

3. Reduction of handling costs. 

The fundamentals which follow 
are the yardstick for present or 
proposed materials handling tech- 
niques and the installation and ap- 
plication of equipment. Once you 
are grounded in the fundamentals, 
you will be able to find the trouble 
spots. Intimate knowledge of the 
fundamentals will make you a ma- 
terials handling consultant in your 
own yard. 

Here is a step-by-step procedure 
to use in studying materials han- 
dling fundamentals: 

1. Study each fundamental and 
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its illustrations until the meaning 
is clearly understood. 

2. Check each fundamental by 
looking for similar conditions in 
the operation being studied. The 
trouble spots can then be checked 
for (a) immediate correction, (b) 
replanning and (c) further study. 

3. After completion of this 
analysis, the fundamentals should 
then be used for a “walk-through” 
analysis of the operations. The 
original list of trouble spots can 
then be supplemented or changed. 

4. Within a week, make another 
“walk-through” analysis and re- 
view your list again. 

5. Make definite plans for ma- 
terials handling action. 

Study the following 11 funda 
mentals very closely. Associate 
them with something that takes 


place in your own yard to help 
you memorize each one. 

Equipment in motion is funda- 
mental No. 1. Equipment built for 
motion must be kept in motion. 
Idle equipment is not economical, 
Costly equipment should be kept 
at work every minute of the work 
ing day. 

Materials placed in storage 
should require only the least ex 
pensive types of dunnage, pallets, 
bins, sticks, boxes or strapping. 

Four-wheel trucks should be 
kept at work and not used for the 
storage of lumber, when a rack 
could suffice. Straddle and fork 
trucks used to pick up, carry and 
lay down are earning money only 
when rolling with a full load. Roll 
off and dump trucks should be used 


(continued on next page) 
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to permit quieker turn-around and 
release of expensive equipment. 
You can well imagine what the 
cost would be were you unable to 
dump the load of lumber. 

Flow of materials is fundamen- 
tal No. 2. A continuous flow of 
materials is most economical. 
Back-tracking is one of the most 
costly moves in handling mate- 
rials. It makes necessary an exces- 
sive number of pick-ups, carry and 
lay-downs which are all sources 
of waste effort. To obtain maxi- 
mum materials handling efficiency, 
a steady flow of materials in a 
straight line must be maintained 
to its ultimate destination. 

The ideal handling goal is 
reached when lumber is unloaded 
in unit loads from the carrier, by 
mechanized means and carried di- 
rectly to the customer, eliminating 
all temporary storage. A _ load 
should not be handled more than 
three times: from carrier to tem- 
porary storage, from temporary 
storage to delivery truck and fin- 
ally to the customer. 

Unita handled singly and in vol- 
ume are ready-made for conveyor 
operations. Loading and unload- 
ing time can be cut by as much as 
50%. 

Handling materials by means of 
fixed conveyors is feasible only 
when the volume of handling is 
continuous. Exceptions occur when 


yards or aisles are not to be ob- 
structed. 


Size of load is fundamental No. 
3. Materials handling economy is 
directly proportional to the size of 
load handled. The larger the load, 
the fewer trips required. The few- 
er trips—the lower the cost. How- 
ever, as the unit- load size in- 
creases, a limit is reached beyond 
which it becomes more costly or 
less practical to handle the load 
mechanically. 


Guide to ideal Load Size 


There is a definite ideal load size in 
a materials handling operation, Major 
limiting factors are: 


1. Building limitations: column cen- 
ters, door widths and heights, ramps, 
floor capacities and shelter. 


2. Aisle or drive widths: this de- 
pends on the yard, but generally no 
more than 30 to 40% of the total 
space area. 


3. Box cars and truck body sizes: 
unit load standards should be set up 
for the convenience of the shipper, 
carrier and receiver. 

4. Materials handling equipment: 
develop unit load sizes for the con- 
venience of mechanical handling 
equipment rather than manual han- 
dling. 


To illustrate this fundamental: 
if 50 tons of lumber are to be 


moved between two points and the 
load size is increased from 100- 
2,000 pounds, only 25 trips are 
necessary instead of 500, thereby 
saving time, manpower and space. 

A gondola or flat car of strapped 
unit loads (2,000-4,000 pounds) 
from the mill can be unloaded in 
30 minutes by four yard men with 
a lift truck. It would take four 
men at least eight hours to man- 
ually unload the same load un- 
strapped. This is a loss of at least 
30 man hours with further loss in 
storage, on the delivery truck and 
at the building site. 

Space saving is fundamental No. 
4. Storage space is best measured 
in terms of cubic content. With 
mechanical equipment, there is no 
reason for not utilizing air rights. 
No longer is storage space meas- 
ured in terms of square feet. In- 
stead, it is measured in terms of 
cubic feet. 

Every square foot of yard and 
building space costs money, wheth- 
er or not it is used. If, in your 
yard, you are cramped for space, 
consider air rights. Additional 
costs to obtain air rights in a shed- 
type building are exceptionally 
low. To increase a 16-foot height 
to a 20-foot height in a storage 
warehouse would cost approxi- 
mately 5% additional. The in- 
crease in usable cubic space is 
16%. 

This is definitely the best means 
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for obtaining extra storage space. 

Consider raising the roof of your 
present shed buildings. 

Lumber yard layout is funda- 
mental No. 5. Materials handling 
operations are only as efficient as 
the physical layout of the lumber 
yard will permit. Material move- 
ment, which makes for increased 
volume, is the result of a well- 
planned operation layout. 

Proper aisle widths, receiving 
and storage areas and direct flow 
of materials, combined with a good 
application of equipment, always 
point towards the quickest flow of 
materials with the least amount of 
handling and at a low cost. 

Aisle widths in outside storage 
must be kept to the minimum re- 
quirement for the handling ma- 
chine that will constantly operate 
in them. Excessive aisle widths 
lead only to wasted space in the 
yard. 

Inside storage and open-face 
sheds should be planned to stack 
unit loads parallel to the length 
of the shed, to eliminate extra 
aisles. Aisles are wasted space 
and should be kept to an absolute 
minimum. 

The relative efficiency of a lay- 
out is measured in terms of the 
percent of total aisle space re- 
quired. No more than 40% of the 
total area should be set aside for 
aisles. 

The distance from the point of 
unloading to the point of storage 
or distribution should be kept as 
short as possible. The railroad 
spur or siding should be located 
in the center of the yard, allowing 
access from both sides and also 
accessibility to storage areas, 
sheds, order assembly area and 
finished lumber millwork sheds 
which surround the spur. 

At various times when acces- 
sibility and saving of time is an 
important factor, 45 degree angle 
stock piling and stacking can be 
utilized. However, there is a 22% 
space loss when this is used. This 
would be a case of trading space 
for time. 

Each lumber yard is individual 
and offers a different problem in 
yard layouts, which must be tailor- 
ed to fit the yard. To do this, it is 
necessary to study: 


i. The materials to be handled. 


2. The volume of handling — 
present and proposed. 


3. The area of operation. 


4. The equipment and person- 
nel available. 


5. Time allotted to do the order 
picking. 


Standardization is fundamental 
No. 6. Standardization of methods 
and types of equipment is desired 
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for maximum efficiency in mate- 
rials handling. The most efficient 
handling system is usually the 
simplest. Simplification and stand- 
ardization go hand in hand. 

To obtain standardization, you 
must be able to interchange equip- 
ment between different operations. 
It simplifies purchasing and is 
economical. Depending on changes 
in volume, it also makes it possi- 
ble to shift equipment from job 
to job without loss of efficiency 
due to overmechanization of any 
job. Standardization means stock- 
ing or purchasing fewer replace- 
ment parts or equipment; also a 
choice of a few standard items 
which can perform all the yard 
operations. 

Standardization on special equip- 
ment is expensive. On wrong or 
misfit items, standardization is 
worse than no standardization at 
all. 

Unit loads of standard materials 
such as plywood, wallboard, bags, 
bulk, lumber, shingles, etc., should 
be developed to take the maximum 
advantage of the Size of Load 
Fundamental No. 3. 

Industry-wide standards should 
be followed. Manufacturers of 
mechanical equipment are current- 
ly making equipment to fit these 
standards. 

Standardization should also be 
adopted to job procedures for the 
operations that are carried out in 
the yard; also to training pro- 
cedures for training operating and 
supervisory personnel. 


Flexibility is fundamental No. 7. 
The value of equipment is direct- 
ly proportional to its flexibility. 
The greater the number of appli- 
cations to which handling equip- 
ment can be put, the more valuable 
it becomes. 

Flexibility in equipment also 
makes it possible to meet the con- 
tinual changes that become a 
necessity due to world-wide con- 
ditions and fluctuation of business. 

Flexibility of equipment should 
also be considered in terms of 
how it can integrate with other 
pieces of equipment that are now 
being utilized on the job. For ex 
ample: supposing you have sma!! 
trucks and would like to use them 
in a railroad car, but don’t have 
dock height siding, you can lift 
the small truck into the car with 
a larger truck, piggy-back style 
and save the cost of building the 
dock. 

Fork trucks, straddle carriers 
and mobile cranes are the most 
flexible handling machines avail- 
able. They can carry, pull, lift, and 
integrate their operations. The 
straddle truck has even been suc- 
cessfully utilized in delivering di- 
rectly to the consumer. 


Mechanization is fundamental 
No. 8. The use of mechanized 
(continued on next page) 
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equipment instead of manpower 
generally increases efficiency and 
economy in handling. Machines 
can outperform manual operations. 
They can do the job better, faster, 
cheaper and are more dependable 
than man. 

Mechanizing a manual handling 
procedure is not always a profit- 
able investment and mechaniza- 
tion should be considered only in 
terms of whether or not the equip- 
ment will pay for itself within a 
period not to exceed two years. 
Changes in design and operating 
conditions make it impractical to 
do otherwise. 

There are specific advantages in 
mechanization as follows: 


1. Overall safety is increased. 


2. Operating personnel are less 
fatigued at the end of the day. 


3. Work done by machine power 
is usually cheaper. 


4. Larger volume per operator 
is accomplished. 


5. There is greater speed of 
handling, less idle time for work- 
ers and greater inventory control. 


Some manual operations in a 
lumberyard will probably never be 
mechanized. However, the general 
trend today is to attempt to mech- 
anize everything. Automation is a 
keyword in modern industry. There 
is a great deal of work being done 


on the design and development of 


automatic factories and 
houses. 

Safety is fundamental No. 9. The 
volume of handling and produc- 
tivity of men and machines in- 
crease as working conditions be- 
come safer. Men who work in fear 
are not productive as compared to 
those who are competent and se- 
cure in the fact that machines 
can’t injure them. 

While many safety hazards have 
been eliminated, new hazards have 
been created and must be elimi- 
nated, 

Safety in materials handling 
does not stop at personnel. It ex- 
tends to the materials being han- 
dled and the machines handling 
the materials. In order to develop 
high volume in operations, the 
working conditions must be safe. 

Industrial accidents in retail 
lumber yards account for 21% of 
all compensable injuries. With the 
money the average retail lumber 
dealer pays out for accidents, it is 
possible to: 


ware- 


1, Pay for one $4,000 lift truck 
in less than one year. 


2. Purchase a 10-foot conveyor 
at $3 per lineal foot for each back 
injury incurred. 


8. Purchase a mechanical han- 


dling device costing $400 per 
month. 
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Safety in yard handling opera- 
tions can: 


1. Reduce fatigue. 


2. Help workers increase pro- 
ductivity. 


3. Improve employe health and 
morale, thus reducing the need 
for hiring new personnel. 


4. Improve and maintain a more 
secure profit-position. 


Dead Weight is fundamental! No. 
10. The ratio of dead weight to 
payload must be kept to a mini- 
mum. All mechanical equipment 
requires energy to operate. The 
amount of energy needed is de- 
pendent on the weight of motive 
force that has to be moved. 


A gasoline fork truck, used to 
pick up 4,000 pounds, will weigh 
approximately 6,000 pounds. A 6,- 
000-pound truck will weigh ap- 
proximately 7,500 pounds. How- 
ever, a lumber straddle truck, 
weighing 16,000 pounds will pick 
up twice its weight, or 32,000 
pounds. Therefore, the lumber 
straddle truck would require less 
power to operate. 


Most unit loads need some form 
of support while being handled. 
If this support can be made part 
of the individual load itself, it 
eliminates the necessity for carry- 
ing around extra weight. For the 
same reason it would be uneco- 
nomical to purchase a_ 12,000- 
pound capacity fork truck to han- 
dle 7,500-pound loads if the 7,500- 
pound load limit is the maximum 
being carried in the yard. It is as 
unprofitable to use an underweight 
truck as it is to use an overweight 
truck. The equipment should be 
purchased to fit the job. 


Gravity is fundamental No. 11. 
The most economical motive force 
is gravity. Any time we can make 
use of gravity for transporting 
materials from one place to an- 
other, we have the cheapest type 
of power. 

The most expensive item on a 
lift or straddle truck, crane, or 
hoist is its power plant. The cost 
of power to move materials is by 
no means cheap, so when motive 
power is free, it’s smart to take 
advantage of it. 

How to use gravity for moving 
materials should be given first 
consideration. In the trend to- 
wards power handling, it is not 
uncommon to overlook gravity, 
something which we pay to over- 
come and yet which is free for the 
taking. 

Unitized or strapped loads lend 
themselves to mass movement by 
gravity. Unstrapped lumber and 
single units of material can be 
handled directly into storage by 
means of roller conveyors and 
chutes. 


Study the 11 fundamentals out- 
lined in this article until they be- 
come a part of your everyday 
thinking. After a while you will 
find you can look at a yard opera- 
tion and immediately pinpoint it 
to the correct or violated funda- 
mental. 

Now test your skill to see how 
many fundamentals you recognize. 
Simply place in the box below the 
number that identifies the opera- 
tion with the fundamental. More 
than one fundamental can some- 
times be applied to these ques- 
tions. 


1. (1) Are you manually unload- 
ing lumber directly from a 
boxcar, one piece at a time? 


Handling individual boards 
from one man to another 
along a fixed path? 


Unloading an entire truck 
load of lumber, one piece 
at a time? 


Are your fork trucks idle 
more than two hours a 
day? 


Are the straddle carrier 
and lumber trucks work- 
ing as a team? 


Are you using a fork truck 
where a straddle carrier 
would be more effective? 


Are 7,000-pound loads be- 
ing handled with a 12,000- 
pound truck? 


Do you have attachments 
for your fork trucks which 
permits use for more than 
one job? 


Is your equipment inter- 
changeable in the event of 
a breakdown? 


Are you manually lifting 
materials into bins? 


Are you taking advantage 
of receiving unitized loads 
of wallboard, lumber, 
shingles and other mate- 
rials from your source of 
supply? 


Is production tied up while 
waiting for materials? 


Can you get more efficient 
use from your storage 
space by mechanically tier- 
ing merchandise to the 
ceiling? 


Is the layout of your yard 
designed to avoid back- 
tracking? 


Is your equipment causing 
a high accident rate? 


Are you using power equip- 
ment where gravity would 
suffice? 


April 18, 1955, AmericaAN LUMBERMAN AND 











DEALER POINTERS | 


Molding Ribbon Shows 
Samples, Stops Losses 


This photo shows an unusual idea for display of 
molding samples which was conceived by Richard 
Boyd, manager and co-owner of the H. C. Boyd Lum- 
ber Co., Coraopolis, Penna. 

The molding samples are stapled to the canvas rib- 
bon. Extra length of the ribbon is stapled in folds 
so the ribbon can be lengthened when new samples 
are added. 

The ribbon revolves freely on a wooden drum 
which is attached to the side of a casement window 
display. 

“The roller display for molding allows customers 
to see and touch each piece,” says Charles Boyd, vice- 
president, “and it eliminated the problem we had of 
losing molding samples.” 


Paneling Display Occupies 
Formerly "Dead" Space 

This display of knotty Engelmann spruce at the Steel 
City Lumber & Supply Co., (Bader Corp.), Gary, Ind., 
utilizes the formerly dead space over a door in the 
firm’s U-Do-It room. Notice the prominent price tag 
and the sign telling how the paneling was finished. 
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SIGN-MAKING EQUIPMENT and some of the work turned out on the press are exhibited 
by R. Z. Smith of the Service Lumber Co., Tulsa. Equipment cost about $500. 


You Can Make Your Own Store Signs 


JIM HENSHAW makes up a sign for the Henshaw Lumber 
Co. His equipment is so small that it is easily stored in a 
closet and can be set up in five minutes. 


42 


Two Tulsa dealers tell advantages of 
having your own equipment. 


This is how Jim Henshaw of the Henshaw Lumber 
Co., Tulsa, explains the value of having sign-making 
equipment on hand as a part of your store promotion 
program: 

“We had a special shipment of paint for a special 
promotion. We made signs when the shipments arrived 
and started selling. Two weeks later the special paint 
signs from the manufacturer arrived.” 

Another Tulsa dealer, who believes it is a good idea 
to have your own sign-making equipment is Fred 
Salmon, yard manager of the Service Lumber Co. 
Salmon points out that “if you have the equipment 
available, you can have signs when you need them.” 

Both Salmon and N. D. Henshaw, manager of the 
Henshaw Lumber Co., admit that they have not used 
signs as extensively as they should, but both assert that 
the equipment does a good job. Salmon’s equipment 
cost about $500. Besides using it himself, he makes it 
available to some of his customers like the real estate 
firm next door. The equipment is easy to use, according 
to Jim Henshaw. His outfit is small enough to be stored 
away in a closet and can be set up in about five minutes. 

Once the equipment is purchased sign-making is in- 
expensive. And it’s especially valuable for special pro- 
motions like Christmas and for seasonal selling like 
lawn and garden equipment. 
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Napkin Advertising Builds 
Dealer Good Will 


Printing your firm name on napkins for free dis- 
tribution for church suppers, club dinners, commu- 
nity banquets and other affairs is an excellent way 
to build good will with people when they are in their 
most receptive mood. 


“From the standpoint of cost, the napkin idea is 
a most inexpensive and unusual way of creating good 
will for a building materials dealer,” says Ray Saber- 
son, St. Paul, Minn. 


Price lists on imprinted napkins are available. 
: 7 ite Lumber Dealers Merchandising Institute, Dept. 
, First National Bank Bldg., St. Paul 1, Minn. 
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BLACKBOARD SIGNS are inexpensive 
and can be changed readily. This one 
is seen at Millhurst Mills, Freehold, 
N. J. 
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... THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


Builders and Contractors like Unitop because 
its simple installation cuts costs, Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined. And it comes in 3 stand- 
ard lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 
requirements of any kind. 


Homeowners like Unitop because it’s a practical 
do-it-yourself”, counter-top package available 
with all necessary accessories. And factory join- 
ing of MICARTA® to plywood assures proper 
alignment . : ; a permanent bond . . . a lastingly 
carefree counter surface. 

Ask your United States Plywood Corporation 
representative for details, or simply use the 
coupon below. J-06se7 


Westinghouse 
@ micarta 


UNITED STATES PLYWOOD CORPORATION 
larges! plywood organization ia the world 
and US ~MENGEL PLYWOODS - INC 


distributed by 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan, 


Nome 
Addrass 


City lone State 


AL-4- 18-55 
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EXCITING NEW USES FOR 
OFFER DEALERS FLOOD 


NOW —FROM UPSON! 


PRIMED SIDING | 


In uniform lengths. High- 
est quality prime coat. 
Factory-controlled, pre- 
cision applied. A resin- 
emulsion coating produces 
protective film of unsur- 
passed quality. Has good 
adhesive quality, prime 


color remains constant. ee ” 
This cdiuses quilthee dry UNUSUAL “FOURTH” WALLS! 
ing, harder finish of sec- 


ond coat. Every fiber 4 T R | AT t pD PA % t L S$ 
waterproofed! Won't 


crack or split. Knot-free! 


No short lengths. No Why make your customers pay a premium 
waste. Fast, easy appli- for Striated effects? Sell smart-looking Up- 
cation in conventional son Striated Panels. The best Striated avail- 
manner. Size: 16’ long by able today! No special treatment needed 
12” wide! Up to 20’ lengths before application. Reflects true color when 
Sor special purposes painted because it’s pre-sized. Beautiful two- 

i vs ; tone effects easy to do. Easy to clean. 
Striated Panels have many other uses. 
Order from your Upson jobber. 


PROVED IN OVER 150,000 HOMES! CRACKPROOF 


STRONG-BILT PANELS 


When a home owner or builder wants all the advan- 
tages of a full wall-size panel, do him a favor and sell 
Upson Strong-Bilt Panels. Extremely easy to apply. 
Pre-sized. Takes paint or paper beautifully! Sell Upson 
Strong-Bilt Panels for new homes, modernizing and 
additions. Order now! 


SON PRODUCTS 


45™ YEAR 








wey ~PROVEN QUALITY YOU CAN TRUST 
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NEW UPSON PRODUCTS 
OF EXTRA BUSINESS! 
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WATERPROOFED BY UPSON CuraSeal PROCESS 


ALL-WEATHER 
SHEATHING 





Growing in popularity every day! Designed for sheathing. but sells 
by the carload for hundreds of other uses, too. All-Weather is 
super-strong, super-tough! Every fiber waterproofed! Store out- 
doors. Use for soffits, porch ceilings, car ports, rugged interior 
walls, cottages, sheds, signs, garages, on the farm. Always keep 
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Upson All-Weather Sheathing in stock. 
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FIRST CHOICE FOR THAT AMAZING PERFECT EASY-TO-WORK, LONG LASTING 
CRACKED CEILING MARKET PRODUCTS FOR EAGER 


KUVER-KRAK PANELS | “DO-IT-YOURSELFERS” 


When a customer asks how to fix a cracked The growth of this market astounds everyone. But 
— _ _ <4 forget oy. messy re- Upson’s complete line keeps pace and fills your 
ne ran - a aye te peters 4 need for quality Panel Products. Stock versatile 
i = - oe s rw Upson %" Panels. Sell Upson Strong-Bilt, Ceiling 


your customer does one job, he is sure to 4 Stn! 
repeat. Get the whole Uses Kuver-Krak 3 Tiles, Striated, Kuver-Krak, yes and All-Weather 


story, mail coupon! 1 also, to the ever-expanding do-it-yourself field. 
NR = iT, «ger: ASI OD ONE MB ath ee en ne Tee es | 


THE UPSON COMPANY, 764 Upson Point, Lockport, New York 


Please check for free literature and samples. 


[7] PRIMED SIDING  [] KUVER-KRAK PANELS | ies 
[7] STRIATED PANELS — [[] CEILING TILES BD ee ae oak ee aa 
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FORK LIFT TRUCK was used as an elevator to lower mud- 
els to the ground from the boxcar stage. Rosemary La- 
Planche, formerly Miss America, at the microphone, nar- 
rated the show. 


" Loy Seu Ww &/ 


‘ 


jon show. Instructor Mrs. Lila Zinnato, left, shows a house- 


by Yard i POWER TOOL DEMONSTRATION was held after the fash- 


wife how to use a table saw. Classroom is a former shed 
which was converted into a den. 


Fashion Parade Sparks Power Tool Classes for Women 


FOLDING CHAIRS were used to seat approximately 
300 women spectators In the Neiman-Reed yard dur- 
ing the fashion show. 


April 18, 


Housewives flock to Cal- 
ifornia yard to see latest in- 
formal clothes, then enroll 
for six-week course in wood- 
working taught by a woman. 


What lumber dealer would think 
of promoting power tools and a 
fashion show at the same time? 

Just such a_ promotion last 
month gave Neiman-Reed Lumber 
and Plywood Co., Van Nuys, Calif., 
nationwide publicity. Television 
and the national press services 
carried the story of the combina- 
tion power tool demonstration and 
fashion show exclusively for 
women. 

The fashion show featured the 
latest informal clothes for women 
engaged in do-it-yourself projects. 
The power tool demonstration was 
the first in a series of classes ex- 
clusively for women and taught by 

(continued on page 49) 
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A Better Buy With Local Supply 
—Genuine cLarK Farts 





Your local Clark dealer provides service 
facilities that have been developed for your 
needs. You expect the best from your 
Clark trucks and your Clark dealer is 
there to see that you get it. You get a 
complete service package at your local 
Clark dealer. 


A BETTER BUY witTthH KR OcAL 
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LARGEST SUPPLY— Your local Clark dealer’s parts 
inventory is based on machine population. You get 
mobile service for emergencies . . . for preventative 
maintenance at your plant. 


QUALITY PARTS— Your source for Genuine Clark 
parts. Designed specifically for your equipment. . . 
engineered to outlast, outperform any substitutes. 


ONE SOURCE— for quality rebuild- 
ing, maintenance, parts, and mobile 
service. Complete, modern facilities 
offer the best in service . . . at lowest 
cost. 


FACTORY TRAINED MECHANICS— 


use specially designed tools and test 


equipment . .. know your equipment 
best. 


Industrial Truck Division 


CLARK EQUIPMENT 
COMPANY 


ST La Bm Bettis Crook 40, 


Michigan 


SuPPLY GENUINE CLARK PARTS 
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Color styled in wide variety of 
decorator colors to match or mix 
with any setting. 


Uniform heat assured with easy- 

reach controls of Built-In Surface 
Units. Easy-to-see dials. Automatic 
signal light. 7 separate cooking heats. 
Three models to choose from. 


Giant even is completely automatic. Holds 35 lb. 
turkey. Exclusive Norge ‘‘Char-Coil’’ Broiler. 


Norge offers a complete line of home appliances 
to meet requirements of all customers. Display 
and sell the complete Norge Builder Line. 


0 @ Sasz 


matic Washers + Avtomatic 
Gas or Electric Dryers + Auto- 
matic Gas or Electric Woter 
Heaters 


Norge now offers a 
complete builder line 


Now you can offer a complete line 
of Norge Home Appliances that will 
satisfy the requirements of all your 
customers. This newest member of 
the Norge family ...the Norge 
Built-In Electric Range... is now 
available in a wide variety of deco- 
rator colors. 





eerrerryY 





Norge Sales Corp., Subsidiary of Borg-Warner Corp. Merchan- 
dise Mart Plaza, Chicago 54, Illinois. 


Attention: Builder Division, Dept. A-L 


Please send me complete information on the Norge Builder 
Program today. 





Company __ 
Street__ 
City__ Sa — 
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FASHION SHOW 


(begins on page 46) 





a woman, Mrs. Lila Zinnato. 

Some 300 women were on hand 
for the event, which was held in 
the yard behind the Neiman-Reed 
showroom. Using translucent plas- 
tic panels, the interior of a freight 
car was transformed into an at- 
tractive temporary stage under the 
direction of Jay Gold, the firm’s 
retail sales manager. 

Dressing rooms for the six pro- 
fessional models were partitioned 
by the translucent panels in one 
end of the car. A fork lift was 
used to lower the models from the 
boxcar stage to the ground, where 
women spectators could get a 
closer look at the latest fashions 
in casual clothes. 

A housewife, Mrs. Lila Zinnato, 
who is familiar with power tools, 
demonstrated the fundamentals in 
using a power table saw, jig saw 
and jointer; how to perform hori- 
zontal and vertical boring opera- 
tions, power sanding and wood 
turning. 

About 40 women enrolled for 
the first tuition-free course sched- 
uled for six consecutive Tuesday 
evenings from 7:30 to 9:30. Addi- 
tional classes will be scheduled, if 
necessary, to handle more women 
who show an interest in learning 
the fundamentals of power tool 
operation. 

The firm is also sponsoring a 
series of Wednesday night classes 
for men. The men pay a tuition 
fee of $5 for the course of six les- 
sons. An industrial arts teacher 
from the North Hollywood high 
school is the instructor. 

Widespread attention to the 
fashion show—power tool demon- 
stration was focussed by a large 
newspaper ad and mailing of 
6,000 distinctive invitations. A 
women’s wear manufacturer 
shared the advertising cost. Six 
women’s wear shops in Van Nuys 
displayed hand and power tools in 
their windows to announce the 
coming fashion show and power 
tool demonstration. 

A policeman was required to 
keep traffic moving smoothly at the 
yard entrance. Near the gate, large 
signs were erected with this mes- 
sage: 

“Fashion show, rear of the yard, 
follow the white line.” 

Neiman-Reed officials feel that 
promotions of this type will en- 
courage more women to shop for 
building materials and banish the 
idea that lumber yards are off- 
limits to the fair sex. 


COVER — Impromptu demonstration after 
the fashion show in Neiman-Reed's Van Nuys, 
Calif., yard gave the instructor, Lila Zin- 
nato, an opportunity to tell housewives more 
about the firm's six-week power tool course 
for women. 
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ryt? 9 NEW PLANS 


16’x 24’ LIVESTOCK RANGE SHELTER 





32x 100’ BROWLER-LAYER HOUSE 





10’x 10’ POULTRY RANGE SHELTER 





28x 60’ MACHINE SHED 





40’x 120’ PRODUCTION BROILER HOUSE 





40’x 60 STABLE BARN 





16'x 40’ MILKING BARN 





TO HELP YOU SELL 
MORE ROOFING! 


Tuese nine new farm building plans have increased 
roofing sales for Kaiser Aluminum dealers all over 
the country — and they can do the same for you! 


Each plan is designed by agricultural engineering 
specialists, and most feature economical pole-type 
construction. Plans consist of a complete set of blue- 
prints— including section details, erection instruc- 
tions, elevations, bill of materials. They are suitable 
for use with Kaiser Aluminum roofing in standard 
sheets, or in the new 48” size. 


Display plans to excite customer interest in expertly- 
designed construction with Kaiser Aluminum roofing. 
This gives you a better opportunity to explain the 
many advantages of Kaiser Aluminum roofing over 
other materials. An effective counter or wall display 
unit is available to quantity dealers. 


Advertise these valuable plans. Hard-selling adver- 
tising mats are available free from Kaiser Aluminum. 


Offer the plans to every customer interested in farm 
building construction of any type. Explain how each 
plan helps him do a better job at lower cost. 


Stock up now with an adequate supply of all nine 
building plans to meet the demand of farmers in 
your area! 


60’ x 68’ GENERAL PURPOSE BARN 10’x 16’ PORTABLE HOG HOUSE 


Kaiser Aluminum 


The Quality Roofing for Better Farm Buildings 


MONTH AFTER MONTH, farmers from every section of the country help you sell 
more Kaiser Aluminum Roofing. They explain its many advantages in Kaiser 
Aluminum advertising —which appears in magazines like Successful Farming, 


Farm Journal, Poultry Tribune, Hoard’s Dairyman. 








NAME. 


COMPANY NAME 


MAIL COUPON TODAY FOR FREE SAMPLE PLANS! 


Kaiser Aluminum & Chemical Sales, Inc 

Farm Building Service, 

1924 Broadway, Oakland 12, Calif. 

Please send free sample plans. Also include complete information on 


advertising and merchandising aids for the plans that will help us 
increase our roofing sales 


——- ADDRESS. 


crry STATE 
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STACK-LOAD-HAUL up to 
4000 pounds over the 
Roughest Ground..with the 


SHERMAN FORK LIFT! 


Profit now with low cost, mechanized material handling! 
The Sherman Fork Lift hoists 4000 pounds as high as 10 
feet... and travels everywhere a big-wheeled tractor can, 
in any weather, over any ground, 


Extra ground clearance, wide tire treads and big rear 
wheels make this powerful hydraulic fork lift unit ideal for 
use as a lift truck or field carrier. Power steering provides 
smooth, effortless operation, saves operator fatigue, makes it 
easy to maneuver in limited space, and completely eliminates 
“kick-back"” from road shock. The tractor’s big rear wheels 
are under the load . . . for extra safety in lifting, maximum 
traction at all times, and a cushioned ride for fragile materials. 


The Sherman Fork Lift is efficient, rugged, economical, 
easy to operate... and it’s sold and serviced in your own 
neighborhood, assuring convenient, dependable service at 
all times. Ask your Ford Tractor Dealer for a demonstration 
on your job, or write today for free Bulletin 1114. 


SHERMAN 
FORK LIFT* 


SHERMAN 
POWER DIGGER 


PRODUCTS, INC, 
ROYAL OAK, MICHIGAN 


Gta cern * 
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SHERMAN 
FRONT END LOADER 


Suro EXCLUSIVELY FOR SHERMAN PRODUCTS 
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Customer Reminder 


“This sign has reminded more 
than one person that he’ll need 
extra materials to finish the job 
he’s starting,” says J. W. Powell, 
Sr., president, Powell-McClelland 
Lumber Co., Inc., Norfolk, Va. 

Lettered in black and red, the 
six-foot-high sign is fastened to 
the wall of the millwork plant 
adjacent to the parking lot. Per- 
sons entering or leaving their cars 
can’t help seeing it. 

“More than one customer has 
turned back to buy extra items 
after seeing the sign,” says Powell. 


aneling Display Rack 
Stops Floor Traffic 


This swinging-panel display of 
12 different types of wood panel- 
ing is strategically located just in- 
side the door at the showroom of 
the Foster Lumber and Millwork 
Co., Gary, Ind. 

“People can’t miss seeing the 
paneling as they come in the door,” 
says John E. Flynn, secretary, 
“and almost invariably examine 
each of the samples.” In the photo, 
the Engelmann spruce panel is be- 
ing examined by an employe. 
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for More Garage Door Replacement Sales 


An exclusive American Lumberman survey of lumber dealers, whole- 
salers and manufacturers reveals the following tips for selling more 
garage doors to the replacement market. The suggestions are grouped 
under the subjects of sales talk tips, display, advertising, installation and 


storage. 


Sales Talk Tips 


@ New developments in garage 
doors that have customer sales 
appeal include: wide range of 
colors; larger, brighter hardware 
that decorates the door and allows 
easier operation; varying panel 
treatments; self-lubricated work- 
ing parts; three-dimensional 
scenes in full color; self-lifting 
qualities; weatherstripping; 
choice of window placement; more 
resistant surfaces; lighter weight; 
life-time construction qualities; 
ability to blend the door style with 
the home’s architecture. 


@ Several brands of electronic 
(radio-operated) garage door 
openers which operate from a 
dash-board button or a driveway 
key-post are now financially with- 
in the reach of many of your cus- 
tomers. The past year has seen 
amazing strides in this field; the 
market is tremendous. 


@Sell your builder customers 
on installing garage door hard- 
ware that can be converted to elec- 
tronic operation. It’s another 
house-selling point; you can sell 
the electronic mechanism after 
the home buyer moves in. 


@ Whenever a contractor or car- 
penter customer orders materials 
for a new home or remodeling 
project, inquire if the job will need 
a garage door. 


@ For the replacement market, 
there is no substitute for house 
calls by outside salesmen on own- 
ers of garages obviously in need 
of new doors. 


® Selling of replacement doors 
usually is more difficult than new 
garage sales; therefore, sales- 
men’s commissions should be high- 
er. 


@ When quoting a price to a 
customer on replacements, esti- 
mate the work first and give him 
a price that includes the door and 
installation costs. If he demands 
a breakdown, try to satisfy him 
with one amount to show the price 
of the door and another figure to 
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show the cost of the labor and 
material. 
Display 

@ Have at least one working 
model in or near your showroom 
that customers can see and op- 
erate. A sign should tell the price 
and some salient features of the 
door. 


@ If you have a sample garage 
display, promote the door itself 
with special signs and price tags. 


@ Post before-and-after photo- 
graphs of replacement projects on 
or near your display model in your 
showroom. Keep the pictures cur- 
rent and complete with addresses. 


Advertising 


@ Selling garage doors for re- 
placements is highly competitive 
because of specialist competition. 
One of your best sales weapons is 
your reputation—so advertise it. 
Point out that you are a long- 
established, reliable firm; that you 
guarantee customer satisfaction, 
your products and your workman 
ship. 


@ Continuing advertising is a 
must. Run ads weekly during your 
special campaigns (spring, sum- 
mer and especially fall). Radio 
spots and direct mail stuffers can 
be used to advantage during spe- 
cial campaigns. 


@ List the fact that you sell, 
install and service garage doors 
under the proper headings in the 
telephone book yellow pages. Clas- 
sifications include your firm name, 
brand name of the doors you han- 
dle, doors, hardware, garages and 
overhead doors. 


®@ Feature price in all your ad- 
vertising. Some dealers quote the 
price of the door separate. Others 
feature a single price which in- 
cludes door and average installa- 
tion costs. 


@ If your door line lends itself 
to do-it-yourself installation, be 
sure to promote this fact, mention 
ing the cash savings possible for 
homeowners. 


@A good special ad in your 
newspaper can be directed to own- 
ers of basement garages in the 
fall and winter months. A good 
basement-garage door will pay for 
itself in heat savings. 


@ Advertise garage door re- 
placements by posting hand bills 
on return post cards on neighbor- 
hood garages obviously in need of 
new doors. These can be tacked 
on old doors by salesmen or school 
boys hired for the job. 


Installation 


@ For profitable replacement 
sales, the ideal situation is to have 
your own installation crew and 
special pick-up trucks converted 
for the job. 


@ If you cannot have your own 
crew, interview all your small 
builder and carpenter customers 
to find out how many will handle 
these jobs. It is best if the dealer 
has the carpenter sign a workman- 
ship guarantee so the dealer can 
legally guarantee workmanship 
satisfaction to the customers. The 
dealer should guarantee the job 
and take the responsibility of han- 
dling payments and customer 
complaints. 


@ Your crew should be thor- 
oughly trained concerning your 
product. If possible, the men 
should be trained by factory rep- 
resentatives or by your supplier. 
The crew members should have 
sufficient carpenter knowledge to 
modify old garages, where needed. 


@ Don’t encourage do-it-yourself 
projects for door installation, 
where skilled carpentry work is 
obviously necessary. 


Storage 


@ Keep a sufficient inventory of 
garage doors to enable you to make 
immediate deliveries. Many deal- 
ers depend on nearby suppliers. 


@ Maintain a supply of spare 
parts as a service for customers 
whose doors have been damaged 
or abused. 


51 











i 
F 


¥ 








52 


PSS TRY 
1 eds rea 











Ame LW 





THE MERCHANDISING | 


TIP SHEET fy Sam Werks 


As a young-spirited old timer in the floor cover- 
ing business, it sure “sends” me to see the lively 
steps and hot pace our trade has hit the past ten 
years. All of you seem to have a drive, a force 
seldom known before. And I'm convinced a big 
part of it is due to the FORCE of FASHION, 


* 


For really nothing else but 
these two forces—your own 
merchandising forceful- 
ness and the FORCE of 
F ASHION—could have done 
such a bang-up job of ex- 
panding our market—why, 
it’s made hard surface floor 
covering a real desire to 
consumers who never even bothered to 
think about it before! But nowadays it’s no 
oddity to see people buying floor tile for 
room after room in their house... talking 
about it with understanding ... recommend- 
ing brands to their neighbors. 


* 


For Moultile dealers, especially, the FORCE of 
FASHION has been wonderfully instrumental 
in building high sales levels. Moultile, you see, 
anticipated the demand for fashion flooring 
years ago. They went ahead, testing and improv- 
ing, until today they have a comprehensive line 
that meets all customers’ needs 


\S 


tas 











"BV JOVE! MOULFLEX IN THE KITCHEN!* 


Products like Jubilee, the sparkling dots-of- 
color style . . . Parquetry, the fine asphalt 
tile that looks just like expensive wood 
block flooring, but costs so little... Moulflex, 
the luxurious vinyl-asbestos tile that’s so 
highly resistant to grease, acids and alkalis 
..- and the newest product of all, Moulflex- 
in-Jubilee-patterns, the tile that combines 
the best features of both at no extra cost. 


* 


Yes, indeed, vou're doing the right step when 
you stock and promote Moultile. It'll pay you 
handsomely to “dig” the profit facts, Write today! 


MOULTILE, INC. 


Dept. M3-4 
Joliet, ill. + Long Beach, Calif. + Newburgh, N.Y. 
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GARAGE DOOR MODELS in the showroom of the D. H. 
Willey Lumber Co. allow customers to see and operate the 
products they wish to buy. 


To sell more garage doors .. . 


Four Specialists Tell 
How They Do It 


Following are four capsule-case-histories of men who 
are successful in selling garage doors for new and re- 
habilitation projects. 


By HENRY E. BETZ, manager 
D. H. Willey Lumber Co. 
Cincinnati, Ohio 

We got into the garage door market in 1930. We 
first tried to sell garage doors to contractors and 
homeowners on a do-it-yourself basis. After four 
months with no success, Mr. D. H. Willey conceived 
the idea of selling the doors installed. 

We trained two of our shop men for the installa- 
tions. Our sales went from 25 doors in 1931 to 971 
doors in 1938. From 1938 to 1941 we sold and in- 
stalled more than 6,200 garage doors. 

By this time, our line included all sizes and descrip- 
tions of doors so we could furnish the buyer with any 
door he wanted. 

To start our installation service, we used one of 
our pick-up trucks from our yard delivery service; as 
business grew, we added additional pick-up trucks. 
We use two men to a truck. We now employ about 10 
men in this department; in busy seasons up to 16. We 
have added a shop for fabrication of special doors. 

Our sales and showroom has four regular-size 
doors installed so a customer can see working models. 
We have carried the same ad (11% inches deep by 2 
columns) in three daily papers for 15 years. 

Our volume of garage door business still maintains 
a high level. We are looking forward to a big year, 
but we know we can’t afford to slow down our adver- 
tising or our personal contact program. 


By GEORGE P. WINFREE, manager 
Dunn Lumber & Supply Co. 
Daytona Beach, Fla. 
About 18 months ago, our garage door sales aver- 
aged three to four per month for about a $225 total 
value. We took on a new line of doors and 
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started twice monthly advertising in our local news- 
paper, three weekly spot radio ads, stuffers in the 
mail and passing the word to architects and builders. 

About this time our sales were mounting and in- 
stallations became a problem. We interviewed car- 
penters and tradesmen who had been loyal to us and 
offered them the opportunity of installing the doors. 
We took the men selected and trained them thorough- 
} ly. Our time spent on training paid big dividends and 
added additional salesmen to our staff—the satisfied 
customers. 

Our sales inside of six months increased to an 
average of 20 doors per month at about a $1,300 
value, with installation charges extra. 

Our line of doors appeals to customers from the 









’ standpoint of appearance, price and quality. The 
z doors can be sold to the do-it-yourself market. 
yj We now have two stores with our own men selling 
| the doors plus three dealers whom we supply. Our 
b sales have increased from three per month to about 
“Ti 26 and we anticipate a continuing increase in months 
ahead. 


We feel that the last 18 months’ experience proves 
that garage door business is open and profitable to 
the retail lumberyards for both replacements and 
new construction. 





| By THOMAS C. THOMAS, owner 
Thomas C. Thomas Co., Inc. (distributor) 
Milwaukee, Wis. 

We have been selling garage doors to lumber deal- 
ers for the past eight years. With the growth of the 
specialty distributors selling direct to consumers, we 
have modified our policies to make garage door sales 
as simple as possible for the dealer. 

We endeavor to carry sufficient stock to provide 
them with a wide choice of designs for immediate 
‘ delivery. If a dealer makes a sale to a do-it-yourself 
' customer, we do the trouble-shooting for the first 
{ year. 

If the door is sold by a dealer on an installed basis, 
we make the original estimate, we take the door to 
the job, install it and give the dealer a one-package 
billing. The dealer in turn bills his customer at the 
retail price level. 


























By D. COLETTI, department manager 
Young Supply Co. (specialist) 
Upper Darby, Penna. 

From the sales angle, our best medium is direct 
mail and local newspaper advertising along with 
telephone directory advertising; also important is 
the fact that when our salesmen are called into a 
neighborhood, they check other doors and eall on 
customers. We follow up with literature and direct 
mail letters. 

On rehabilitation jobs we quote on the complete 
job which consists of removing the old doors, replac- 
ing the jambs if needed and adding to the depth of 
the garage if needed. 

We average about 25 replacements per month with 
an average of $150 per door. We have nine installa- 
tion crews with one or two concentrating on the 
rehabilitations as they require carpenter knowledge. 

The best salesmen on replacement jobs are satis- 
fied customers who recommend your product to their 
neighbors, plus the reputation of the product and the 
firm. We are pleased to say that in the Philadelphia 
area last year we sold more than $350,000 worth of 
garage doors in all fields. 



























NOTE: The following manufacturers cooperated in 
the preparation of this article: Calder Mfg. Co., Lan- 
caster, Penna.; Frantz Mfg. Co., Sterling, Ill.; Howell 
Mfg. Co., Philadelphia, Penna.; McKee Door Corp. 
Aurora, Ill.; Raynor Mfg. Co., Dixon, Ill.; Steel Door 
Corp., Pontiac, Mich.; Strand Door Div., Detroit Steel 
Products Co., Detroit, Mich. 
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HOUSE DOCTOR Elmer Ward completes repairs on ailing garage docr. 


Housewife discusses other jobs he can do while he’s there. 


LARGE WINDOWS make Entz-White’s new showroom an eye-catcher. 
Parking space can handle 40 cars 


Dealer’s “Doctor” Offers Popular Cure 


Phoenix firm creates good will and good sales by offering 
labor and materials for household repair jobs. 


Small sales of building materials 
and a specialist willing to handle 
minor repair and installation jobs 
are adding up to a handsome profit 
for the Entz-White Lumber & Sup- 
ply Co., Phoenix, Ariz. The good 
will created by this service is lead- 
ing to added sales of building ma 
terials as satisfied customers keep 
coming back to visit partners 
Bishop White and John Entz. 

For the small repair jobs around 
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the house, which most contractors 
don’t want to bother with, Entz- 
White provides a house doctor 
and a free estimating service for 
homeowners. This free estimate 
includes charges for materials, 
transportation and labor. 

Last year the firm painted a 
large panel truck white and hired 
a full-time, union carpenter as a 
house doctor. The simulated ambu- 
lance is an eye-catching sight in 


Phoenix streets. 

With the slogan “No Job Too 
Small,” free estimates and fast 
service at reasonable rates, satis- 
fied customers kept one house doc- 
tor so busy that another man and 
truck had to be added two months 
later. 


Advertising Efficiency Checked 
Clever advertising in daily pa- 
pers and radio and TV spot an- 
nouncements are used to remind 
and acquaint homeowners with the 
house doctor service. 
When a call comes in for serv- 
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ice, customers are asked where 
they heard about the house doctor. 
This is noted and used to check 
on the effectiveness of advertising. 

The job work sheet is turned 


+ CALL + 
THE HOUSE DO 


HE FIXES 
Weary Windows 
Draggy Doors 
Fractured Floors 
BroKen Blocks 
Creaky Cabinets 
Rilverized Plaster 
and anything else you 
dont have Time to do 


yourself. 








«The House Doctor does not do large jobs. For your 
additions, carports, fences, etc. Entz-White sends 
you Independent Contracors whose work we know 


and guarantee 


Warre rey" 
peas 


Open 8:00 to 5:00 Monday thru Seturday Tel. CR 45493 














CLEVER ADS are a part of the firm’s 
promotion campaign which includes di 
rect mail, radio and TV. 


over to the repairman who esti- 
mates the job and provides a bill 
of materials and a labor charge. 


Provides Tool Rental Service 

For the customer who wants to 
do it himself, Entz-White provides 
a tool rental service which has 
proved popular — and profitable. 
Tools may be rented by the day 
or by the hour. 

To demonstrate the use of power 
tools, the firm recently held a free 
night class; this educational idea 
has helped promote tool rentals. 
The popularity of this class has 
led officials of the firm to study 
the possibility of repeating these 
classes at regular intervals. 


New Showroom Added 

So rapidly has the firm grown 
during the past three years that 
Entz-White has constructed its 
third showroom in as many years 
in Phoenix. 

The new 60x120-foot building’s 
walls consist of 90% glass. The 
roof is made of 2x4 rough-finish 
Douglas fir stained a gray-green. 
This decking is covered with fiber- 
glass insulation and tarred. Light 
ing is provided by fluorescent 
strips. 

A canopied walkway spans the 
front of the store and provides ac- 
cess to the 40-car parking area. 

Besides the regular lines of 





TOOL RENTALS have proved profit- 
able. Bishop White, center, demon- 
strates power post hole digger to cus- 
tomer. John Entz, left, charges tool out 
in order book. 


building materials, paints, garden 
tools, Entz-White carries an in- 
ventory of $75,000 worth of build- 
ers hardware. 





pispLaYECMERG...THE GLUES THAT SELL ON SIGHT! 


ELMERS GLEALL 


The clean, quick-setting 
all-purpose plastic glue! 


Stores report an all-time high for 
sales of Elmer's easy-to-use plastic 
glue available in the convenient 
squeeze bottle or handy plastic tube. 
Backed by Borden advertising, it 
sells on sight to your customers who 
want cleaner, faster, stronger gluing 
jobs . . . for paper, cloth, linoleum, 
pottery, wood and porous materials. 
Order now and profit from the ever- 
growing popularity of Elmer’s Glue- 
All by putting it out where it can 
spark your glue sales to a new high 


in °55, 


sales soaring for ’55 


Thousands use Elmer’s Waterproof every 
day in boats, outdoor furniture, sports 
equipment . . . wherever a strong, durable 
and completely waterproof bond is 
needed. Nothing bothers it . . 
mold, solvents, mild acids or alkalis. And 
it meets joint Army-Navy specifications 
for marine laminating. Take advantage 
of the steady advertising and the fa- 
mous Borden name that back Elmer’s 
Waterproof Glue. Display it prom- 
inently and your customers will 

buy it on sight to send your glue 


BORDEN TELLS "EM—YOU SELL "EM! Your give prospects are 
sold on ELMER'S by consistent advertising in these leading magazines! 


7} / Me from your local distributor. Write or 


call us for his name and address. 


ELMERS WATERPROOF GLUE 


First consumer-packaged, 100% 
waterproof cold-setting wood glue! 


. not even 








~ ee 


THE Porlen COMPANY, Dept. AL-45, 350 Madison Ave., New York 17, N.Y. : 
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GRACIOUS OUTDOOR LIVING comes 
naturally in this comfortable, Call- 
fornia-style patio. Glass fiber rein 
forced plastic panels on a dimension 
frame form an easy-to-build patio 
canopy and screen. Sliding glass doors 
combine indoor-outdoor living areas 


’ 


ATTRACTIVE INTERIOR DISPLAY 
with an outdoor living theme is found 
at the Merner Lumber Co., Palo Alto, 
Calif. 


OUTDOOR FURNITURE should 
be displayed near traffic lanes 
This display is at the Hill-Behan 
Lumber Co., Chicago 











How to Sell 


Complete Patio Packages 


Your biggest ticket sales to the outdoor living market 
come from patio packages. This story tells you what products 
to push and how to display and advertise them for best results. 


The complete patio package rep 
resents your biggest ticket sale in 
tapping the growing outdoor liv- 
ing market. And, almost every 
patio sale can be upgraded with 
sales of tie-in merchandise. This 
article tells you what products to 
push for patio package sales and 
how you can display, advertise and 
promote these packages. 


Here are the patio materials 


you can sell: 


1 THE PATIO CANOPY: 
Many materials can be used for 
the patio canopy. You can sell 
dimension or timbers for corner 
posts, common boards, fencing ma- 
terials, exterior grade plywood, 
lattice work and metal roofing. A 
number of manufacturers and 
agencies have complete plans for 
building a patio with wood. Tie-in 
items include power tools, nails, 
paint, brushes and other acces- 
sories. 

Several manufacturers offer 
aluminum canopies which double 
as both a car port and a patio roof. 
Translucent, multi-colored, plastic 
fiber glass panels make bright, 
rain-proof canopies. There are 
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now several companies who make 
outdoor screen houses that can be 
easily assembled by the homeown- 
er. These afford protection from 
both weather and pesky insects. 


2. FIREPLACE AND PATIO 
FLOOR: Hard materials for con- 
struction of both the patio fire- 
place and floor include: sand and 
gravel; ready-mixed concrete; con- 
crete blocks; bricks; field stones; 
flag stones; and quarry rock. 

Accessories include mortar mix, 
trowels, chalk line, cement color- 
ing, reinforcing angles, factory- 
made metal grills, ovens and fuel 
storage boxes. Several firms pro- 
vide metal units around which the 
fireplace can be built with a vari- 
ety of masonry materials. 

It is a good idea to have char- 
coal and wood fuel for sale. Vari- 
ous liquid fire starters for charcoal 
and wood are available, but many 
are extremely dangerous for a 
homeowner to handle. 


8. OUTDOOR FURNITURE: 
Redwood furniture is a good sell- 
er; it is sturdy, well-designed and 
will last through many seasons 
with practically no maintenance. 


April 18, 


Prices of the larger items of red- 
wood furniture, however, are out 
of the reach of some homeowners’ 
budgets. Therefore, it is a good 
idea to have some sample furni- 
ture made up from common yard 
lumber and based on the do-it- 
yourself patterns you stock. 

The G. M. Stewart Lumber Co., 
North Minneapolis, Minn., has a 
complete line of lawn furniture 
patterns. A customer sees a sam- 
ple piece he likes and buys the 
pattern. 

“Then we sell him the lumber 
and other materials for it,” says 
Jerry Mortensen, Stewart com- 
pany buyer. 

Light-weight aluminum chairs 
covered with multi-colored plastic 
seat and back rests are excellent 
sellers. About 100 of these chairs 
were used in a mass display in 
front of the Rock Island Lumber 
Co., Cleveland. The firm sold the 
entire chair supply in a matter of 
weeks. 


4. RECREATIONAL EQUIP- 
MENT: The potential for outdoor 
recreational equipment is often 
ignored by dealers. If you have 
some recreational items on dis- 
play, they can bring a profitable 
number of impulse and tie-in sales. 

Recreation items may include 
materials for a concrete swimming 
or wading pool, plastic swimming 
pools and beach toys, ping-pong 
tables and sets, shuffleboard sets, 
croquet sets, badminton and vol 
leyball sets, softball equipment, 
metal gym sets, wheel toys, sand 
boxes and play houses. 

(continued on page 59) 
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Ebony black with gleaming gold finish 


accents. 


cabinet hardware 


ty “Amerock 


AD527* 





“Patents Applied for 


Wustrations reduced size 


for a touch of elegance in the best of 
taste. Beautifully in key with 


contemporary furnishings and accessories. . 


a stunning addition, in fact, to any room in 


the home. Easily installed on old or new 
cabinets, furniture, or built-ins. 


AD424 DIE CAST PULL 
Black with Gold Finish Trim 
314" Centers 4” Overall 

Retail value 65¢ ea., $7.80 doz. 
1 dozen in carton weigh 1% lbs. 


AD427 DIE CAST PULL 
Black with Gold Finish Trim 
2%" Centers 3%" Overall 

Retail value 55¢ ea., $6.60 doz. 
1 dozen in carton weigh 1% Ibs. 


AD&SG27 KNOB 

Die Cast 1%" Diameter 

Black with Gold Finish Trim 
Retail value 50¢ ea., $6.00 doz. 
1 dozen in carton weigh 1% lbs. 


A7636 


For %” Inset Lip Doors 


A3301D CONCAVE KNOB 

Die Cast 2” Diameter 

Black with Gold Finish Ornament 
Retail value 65¢ ea $7.80 doz 

4 dozen in carton weigh 3 lbs. 


A7663 
For %” Flush Doors 


A7636 SEMI-CONCEALED HINGE 
For %" Inset Lip Doors 

Black with Gold Finish Tips 

Retail value 75¢ pr., $9.00 doz. pr 

1 dozen pairs in carton weigh 2 lbs 


6008 OFtm 


A7663 SEMI-CONCEALED HINGE 
For a Flush Doors 

Black with Gold Finish Tips 

Retail value 75¢ pr., $9.00 doz. pr 

1 dozen pairs in carton weigh 2 lbs 


Hinge Pins and Bases for 
Pulls and Knobs of Solid Brass 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 
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PICTURE FRAME DISPLAY 
with purchase of 
INTRODUCTORY STOCK 


NO. SSOO DEAL —LIST PRICE $42.30 


Quantity No. and Description 
1 doz. ; 
1 doz. 
1 doz. bikes 
“ doz. A3301D Knob. ......... eeeeee ree eee 
Videoz, pr. AFORE Winges.s.....cececcsveesecens 
1 doz. pr. A7663 Hinges..... 
(Retail Value of Mounted Hardware $2.35) 





TOTAL RETAIL VALUE......... $42.30 
DEALER PROFIT (on stock)...... $16.92 
Shipping weight complete 14'/ Ibs. 
No. 550 Display Only 


Uist Price $3.90... Dealer Cost $2.3-1, Shipping weight 2% Ibs. 


DISPLAY SIZE 11 «13°... SHOWN “2 ACTUAL SIZE ABOVE. See individual item description on other side. 


Anplhi) ee Ask your Amerock Wholesa/er 
e & ’ = 


fad by 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 


Printed in U.S.A 








RECREATIONAL EQUIPMENT can 
lead to many big-ticket tie-in sales. 
Kids attract attention to these items 
while parents check furniture at Hill- 
Behan’'s. 


¢ 














PREBUILT FIREPLACE display at 
Rosenthal’s, Crystal Lake, Il, features 
a prominent sign stating the full price 
and offering an “easy budget plan.” 
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LAWN SCREEN HOUSES are becom- 
ing popular again. They are easily 
assembled and can be used for picnics 
and playhouses. 








5. OUTDOOR LIVING ACCES- 
SORIES: Accessory items for 
outdoor living include: outdoor 
cooking utensils; electrical and 
plumbing supplies; a variety of 
ornamental concrete products 
ranging from small animals and 
flower pots to bird baths, sun dials 
and fountains; wrought iron or 
wooden lamp posts; name and 
address plates; and screen door 
grills. 

“Wrought iron,” says Milt Hay- 
man, R. B. Thompson Lumber Co., 
Minneapolis, “has been doing the 
best for us. Items like house and 
yard signs, weathervanes, and 
aluminum screen door grills and 
trellises are among our best sell- 
ers.” 

Some dealers capitalize on the 
trend to outdoor living by selling 
sliding glass windows and doors, 
which almost bring the outdoors 
inside the home. 

Barbecue equipment, fence posts 
and fencing sell well at the Fisher 
Lumber Co., Santa Monica, Calif. 

“Even owners of modest tract 
homes are becoming increasingly 
conscious of outdoor living,” says 
Thomas J. Fox, president. “Cus- 
tomers for our patio fencing are 
also customers for our barbecue 
equipment. We handle $20-$30 bar- 
becue units and sell from 40-50 
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sets each season. 
Proper Patio Display 

Outdoors is the best place to 
display your patio package. Your 
basic package can consist of a 
patio canopy, a fireplace and ma- 
sonry floor and outdoor furniture. 
Care should be taken to arrange 
the patio package and accessories 
so it looks like it would in a cus- 
tomer’s back yard. You can have 
a local greenhouse supply shrubs 
and plants to enhance the atmos- 
phere. 

If you do not have a place to 
display a patio package outdoors, 
you can arrange an attractive in- 
terior display. Use a grass rug for 
the floor and arrange your portable 
barbecue grill, furniture and rec- 
reational products in a theme dis 
play that still gives the customer 
the impression of a back yard 
scene, 

Large signs calling attention to 
the patio displays are a must. 
Your sign might say, “Your Com- 
plete Patio Package—Only $10.50 
per month.” Smaller signs nam- 
ing the product and price can be 
posted on each related product. 

Patio Advertising 

Newspaper mats, which will 
help you advertise your outdoor 
living items, are available from 
American Lumberman, 139 N. 





Clark St., Chicago 2, Ill. Ask for 
the free ADservice Catalog. Also, 
see page 60 in this issue for fur- 
ther advice on advertising. 

Your best approach in news- 
paper and direct mail advertising 
is to feature an illustration of a 
basic patio package. The entire 
package should be priced on the 
monthly payment basis. Tie-in 
products should be illustrated and 
priced. 


Special Promotions 


Dealers who have staged one- 
or two-day outdoor living exposi- 
tions, lawn and garden fairs and 
similar springtime shows have 
found them successful in attract- 
ing new customers and stimulating 
big-ticket sales. 

In addition to a lecture on gar- 
dens and demonstrations of power 
mowers, as suggested in the article 
entitled “How to Double Your 
Lawn and Garden Sales,” (see 
American Lumberman, March 21, 
page 66), it is a good idea to have 
a demonstration on how to build 
an outdoor fireplace. 

Using a factory-made metal] fire- 
place unit, a good mason can com- 
plete an outdoor fireplace in a few 
hours. Once the grill unit is com- 
plete, samples of outdoor cooking 
distributed to the crowd make for 
a good finale. 


59 





YOUR AD OF THE WEEK 





No. 32 of a Series 


LOST: Sales Opportunities 


One of the newspapers we see regularly is a weekly 
published in a prosperous suburb of 20,000. It is 
the only local paper of importance. A recent typical 
issue carried the following building material ads: 


Hardware store: ad featuring handyman plans 
published by popular national magazine. 


Paint store: large ad on paint, ladders, brushes, 
other accessories. 

Hardware store: advertised garden tools, do-it- 
yourself aluminum screen material, paint. 


Plywood store: ad quoted per piece prices, listed 
do-it-yourself projects, offered plans. 


Small contracting firm: advertised installed com- 
bination storm-screen sash and doors. 

Neither of the town’s two lumber yards advertises 
in the newspaper — yet both have for sale all the 
merchandise advertised by the six merchants listed 
above who use space regularly, week after week. 

In the same degree that this advertising produces 
results, the lumber dealers lose sales opportunities. 

We suggest that you make an analysis of advertis- 
ing in your own local newspaper. Add up the space 
run by merchants selling the same lines you sell; 
compare the total with your own space investment. 
Then count the other ads written to induce readers 
to buy cars, TV sets, furniture and other products 
instead of the merchandise you sell. We believe 
you'll conclude that you should advertise regularly 
to help insure the future of your business. 


SEND FOR FREE COPY 
OF HELPFUL AD BOOK 


Shows 254 ADservice mat illus- 
trations of products, finished 
projects, and application all 
available to you immediately. 
Also includes layouts, headlines, 
copy suggestions and construc- 
tive ideas. 





please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


NAME 
COMPANY 
ADDRESS ... 
CHV... 
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Ads below, 2 col. x 5” to 14”, are illustrated with 
ADservice mats. It’s easy to make up attractive ads 
of any size with these mats—offered exclusively by 
American Lumberman. 



































Wee satcheibbicleinbbacsecmbemnslcw alsa, fs 


VERTICAL MOUNTING the panel saw saves space and provides a handy tool for 


trimming plywood to be salvaged at the I 


1. S. Plywood Boston Warehouse. Retail 


dealers are using the Hendrick MLR saw for custom-sizing plywood for do-it-your 


self customers 


Long-Rail Panel Saw Helps Dealer Sell More Plywood 


Designed to make it easy to cut 
plywood and other sheet materials 
to the specifications of the home 
craftsman, Hendrick Manufactur- 
ing Co., Marblehead, Mass., has 
designed a long-rail panel saw for 
the lumber dealer. 

Mounted on a rigid, rail arm, 
the MLR saw carriage is drawn 
through the stock by a simple 
handwheel, drum and cable device. 
The operator has a positive feel 
of the cutting action and he can 
advance or back the saw off with 
precision control. Cuts are effort- 
lessly made at rates up to 75 feet 
per minute. 

Line Lumber Co., Malden, Mass., 
has ingeniously mounted the MLR 
saw in a vertical position. This 





New Process Spins Better 
Mineral Wool Insulation 


Using spinning cylinders, rather 
than jets of steam, to form longer, 
finer mineral wool fibers, is mak- 
ing it possible for Baldwin-Hill 
Co., Trenton, N. J., to impart 
greater mechanical strength to 
blankets, felts and batts. 

Increased tensile strength, im- 
proved handling qualities and 
lower density with equal or greater 
efficiency are claimed for its in- 
sulation products. Baldwin-Hill 
has changed its entire production 
methods of mineral wool fibers to 
the spinning process. 
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installation takes up a minimum 
of space and makes it possible to 
cut plastic panels, hardboards and 
plywood to the customer’s exact 
specifications. 

Used in its conventional hori- 
zontal position, Martin Lumber 
Co., Springfield, Mass., uses the 
MLR saw to trim plastic laminate 
counter tops. 

The saw is powered by either a 
*%, or a one HP motor. Belt driven, 
the saw permits greater depth of 
cuts with small diameter blades 
than direct-drive saws. 


Walker New Manager of 
M&M California Plants 


Carl Walker, general manager 
of M&M Woodworking Company’s 
subsidiary Eureka Redwood Lum 
ber Co. since 1953, has been named 
general manager of all M&M’s 
California operations. 

Walker will 
be responsible 
for the opera- 
tion of the Eu- 
reka Redwood 
Lumber Co., its 
Los Angeles dis- 
tribution facil- 
ities, Eureka 
Plywood Div. of Carl Walker 
a and the California Timber 
div. 

Walker, a veteran of 24 years 
in lumber and timber work, prior 
to joining M&M was general man 


ager of the Feather River Pine 
Mills. 

Clay Brown, president of M&M 
Woodworking Co., Portland, Ore., 
said the expansion of the firm’s 
plywood, door and lumber manu- 
facturing activities led manage- 
ment to set up the California Div. 
as an entity. 


Helmer Named to Head 
Western Pine Association 


Lloyd Helmer, head of a small 
Montana lumber operation and 
long active in conservation and 
lumber circles recently was named 
president of the Western Pine As- 
sociation—a trade organization of 
some 350 mills throughout the 12- 
state western pine area. 

President of 
the Polson 
(Mont.) Lumber 
Co., Helmer has 
been connected 
with the forest 
industries for 
15 years and ' 
has been active am 
on WPA com- A. L. Helmer 
mittees and board of directors for 
years. During 1951-52, Helmer 
served 14 months in Washington, 
D. C., as chief of the western soft- 
woods section of the Office of Price 
Stabilization. 

Elected to vice-presidencies of 
the WPA were George Barkhurst, 
Michigan River Timber Co., Lara- 
mie, Wyo., and A. B. Hood, Ralph 
L. Smith Lumber Co., Anderson, 
Calif. C. T. Gray, Stockton (Calif.) 
tox Co., was renamed treasurer. 


Braund Plywoods Continues 
Expansion Program 


Braund Plywoods, Inc., Birming- 
ham, Mich., recently announced 
the opening of a new, 6,000-square- 
foot warehouse in Bellflower, 
Calif. 


Personnel changes include the 
appointment of Leonard Pylkas as 
legal vice-president and Gene Car- 
roll as vice-president, assistant 
secretary and treasurer and as- 
sistant to the president W. R. 
jraund. Pylkas will continue as 
president of the Leland Flushwood 
Door Co., Suttons Bay, Mich. 

Carroll’s background includes 
eight years in the commercial 
banking field. For the past six 
years he has been associated with 
the Commercial Credit Corp., Chi- 
cago. 
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NEW “BILT -IN” 
WINDOW IDEA 


is money saver 


: 
: 


7 a 
F 
: a 


Gan 


With this new idea any prime win 
dow can be combined with the DeVAC 
Self Storing combination window into 
a single unit. Above photo shows 
DeVAC Bilt-in kit, sold by DeVAC fac- 
tory to millwork distributors and manu 
facturers, 


The unit operates in DeVAC patented 
wood surround made by the millwork 
and attached to become part of the 
window frame. 


Easy installation cuts labor costs and 
eliminates expense of separate storms 
and screens, fitting of hardware, paint- 
ing of storm and screen sash. 


Simple addition of the DeVAC Bilt-In 
kit to any prime window produces oa 
complete dovuble-hung window for 
speedy installation in the home. The 
Bilt-in idea has tremendous appeal to 
the homeowner because of the saving 
in purchase price, low maintenance and 
quality features such as anodized alv- 
minum which will not tarnish nor show 
fingermarks ond is impervious to cus- 
tomary lime corrosion from plaster 
which is left on metal during construc- 
tion, 


Dealers and contractors may obtain 
the DeVAC BILT-IN as a part of their 
prime window through the following 
Bordwell. Robinson, Bismarck, N. D 
Berdwell-Robinson, Farge, N. DO 
Carr-Cullen, Minneapolis, Minn 
Curtis C , inc., M polis 
Curtis Companies, inc., Wauseu, Wis 
A. A. Kindem & Sens, Minneapolis 
Knecht Lumberman Supply, Ropid City, $. D 
lLeke Street Sash & Door, Minneapolis 
Snell Sash & Door, Omaha, Neb 
Snetli Sash & Door, St. Paul, Minn 


DeVAC, INC. 


5901 Wayzata Bivd. 
Minneapolis, Minn. 
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Brush-On Adhesive Simplifies Floor Tile Installation 


quickly apply the adhesive. It is 
colorless, clean and easy to spread 
in a film. Troweling is eliminated. 

Terraflex Adhesive is of the rub- 
ber resin solvent type and firmly 
bonds tile to floor surfaces such as 
concrete, plywood, asphalt satu- 
rated felt and to wall surfaces 
such as plywood, gypsum board 
and unpainted plaster. 

Coverage is approximately 250 
square feet per gallon. An area of 
25 to 30 square feet can be spread 
at one time and the tile may be 
applied 10 to 15 minutes after 
spreading. However, the adhesive 
is pressure sensitive and retains 
its tackiness indefinitely so tile can 
be installed hours, or even days, 
after spreading the adhesive. 


To remove accidental smears, 


For the first time, a brush-on 
adhesive is available for installing 
floor tile. The adhesive was devel- 
oped by Johns-Manville for use the adhesive can be removed with 
with Terraflex vinyl-asbestos tile. a rag dampened with mineral spir- 

Using an ordinary paint or its, gasoline or kerosene. The 
whitewash brush, homeowners same solvents can be used to clean 
who wish to do their own work can the brushes. 


Asphalt Tile Available 
In Random Plank Patterns 


A departure from the tradition- 
ally, square-cut look of floor tile 
is now possible with Modnar tile 
planks. The tile comes in planks 
1” wide and 23” long. 

Cutting a few planks to differ- 
ent lengths, particularly at the 
start of the floor covering opera- 
tion, will create an attractive ran- 
dom pattern throughout the room. 
Not only do the big tiles go down 
fast, but one can start laying from 


modnar jouw 


anywhere in the room. Waste is 
reduced because less than full-size 
planks add to the random effect. 


MORNING TELECAST during the three-day Intermountain Lumber Dealers As- 
sociation meeting recently at Salt Lake City described the modern lumber dealer 
and his yard and invited viewers to visit the home exhibits displayed during the 
meeting. Left to right, are the KTVT announcer, G. F. Hoppe, sales promotion 
manager, Minneapolis, Gates Ferguson, director of advertising, Celotex Corp., 
Chicago, and Gordon J. Lawler, managing editor, American Lumberman. 


April 18, 1955, AMERICAN LUMBERMAN AND 
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HARDWARE ) 





for 


QUALITY 
and 


PROFIT 


For more than three-quarters 
of a century, IVES has pio- 
neered in the design and 
manufacture of the very 
finest Builders’ Hardware. 


During these years, IVES has 
unfailingly subscribed to a 
policy which assures retailers 
a just profit. 


Specify and Sell the IVES line 
For Quality and Profits 


for the EXTRA QUALITY touch! 


Gord Th 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear. . . 


® Beautitul, Practical 
can be painted in 
two tone colors to 
match or harmon 


ze with any color 





Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 











$a J) seefor further particulars ask your 
TRADE MARK REG Sash and Door Distributor or write ~ 


ion h eS °l.41-11) P-N8le), melele) -aaaer 
FOND DU LAC, WISCONSIN 
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HE H. B. IVES CO., NEW HAVEN, CONN. 
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* Fiueh Pane! Ooor 
The Mo Cea 
Designed to enhance architecturally the beauty of your home. 
pyNOR 
DD DING 


» Sod 
aes 


ec 
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Graduated Seal assures weather tite protection and finger-tip control 


— 
py NOR 
DD DIRG 


Quality controlled construction, embodying only the finest materials 


Ravnor’s comple te residential line of garage doors offers a wide 
selection of door styles and designs that will add radiant beauty 
to your home or garage 


Standard panel sections and Flush sections available in Mason 


ite, and carry the famous Masonite “Lifetime Cuarantee”, 


Write direct for complete 
information on the Raynor line. 


‘pYNOR 


RAYNOR MANUFACTURING CO., DIXON, ILLINOIS 


Builders of a Complete Line of Wood Sectional Overhead Doors 
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PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galvan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chondising card. Packed one 
doz. per box; 1, 2, and 3 
gross in shipping carton. Order 
now for spring business. 


21” REGULAR - ~ THD. DIA. 5/32” 
42” REGULAR THD. DIA. 5/32” 
42” HEAVY DUTY - THD. DIA, 7/32" 


TURNBUCKLES, INC. 


ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 
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THE LUMBER MARKET 


Lumber Market Tight 
In Northern California 


Prior rumblings throughout the 
northern California lumber mar- 
ket of possible scarcities appar- 
ently were well based because just 
such a scarcity has developed, in 
all grades, with no extra stock any- 
where. 

Industry spokesmen assert 
weather is not a factor and that 
shortages are due entirely to de- 
mand with “people buying lumber 
like crazy!” Spring and summer 
production expansion is not ex- 
pected to ease the situation at all. 

Prices remain strong and firm, 
with studs the only grade showing 
any variation at all, being approx- 
imately $2 up or $2 down. 

The log supply also is short, al- 
though mills are cutting right 
along but not accepting many or- 
ders. The mills are taking every 
precaution to avoid being over- 
sold. 

The California Redwood Associ- 
ation reports that production dur- 
ing February totaled 46,399,000 
in redwood, 9,597,000 in white- 
woods for a total all species of 
55,996,000. Production for the year 
of all species totaled 106,975,000 
as against 109,261,000 for the same 
period of 1954. 

Shipments of all species are also 
up during the first two months of 
this year as compared with 1954. 
Shipments totaled 111,357,000 as 
against only 98,477,000 in the same 
period last year. The bulk of red- 
wood shipments were to eastern 
markets. 

AFL Local 2850 of the Lumber 
& Sawmill Workers union at Red 
Bluff, has filed an unfair labor 
charge against Wildwood Lumber 
Co. The union told the National 
Labor Relations Board at San 
Francisco the company refused to 
sign a contract orally agreed to 
last year. 


Steady Lumber Prices 
To Continue in April 


SEATTLE — The remarkably 
long period of steady prices, dat- 
ing back to mid-December, contin- 
ues through March and is expected 
to be in effect the first part of 
April. What few changes tend to 
be small advances of a few items. 

The fir list is strong in both up- 
pers and dimension and No. 8 di- 
mension is a quoted $1 higher. So 
is No. 3 random length dry hem- 
lock. 

Shingle prices are the same for 
most items but No. 1 XXXXX is 
25¢ weaker while No. 1 perfections 





have advanced 25¢. Cedar siding 
prices are unchanged and very 
firm but opinion has it that the 
oversold conditions of the mills is 
gradually lessening. The siding 
mills have order files of between 
45-60 days. 

Sales of pines and spruce are 
dominated by the kiln dried mills. 
Air dried supplies are short. 
Prices are unchanged except for 
2 and btr. No. 3 and No. 4 common 
Ponderosa pine which are quoted 
$1-$3 higher. 

A late cold spell the last week 
in February and the first week in 
March did not affect input of logs 
except in the Bellingham area of 
northern Washington. The log in- 
ventory of March 1 is described as 
good for this time of year. 

Cedar and fir logs are a little 
more plentiful than at this time a 
year ago. Logs are scarce on the 
open market. Puget Sound on 
March Ist reported 386 million 
feet, a loss of 51 million for the 
month. A year ago the district had 
347 million. Columbia river re- 
ported 348 million or 35 million 
less than a month ago. 


Pine Market Is Firm; 
Industry Optimistic 


BALTIMORE — The southern 
pine market has firmed up con- 
siderably in this area following its 
slight decline of two weeks ago. 
Although prices do not as yet re- 
flect this trend, demand has shown 
a decided increase, and wholesal- 
ers are quite optimistic. 

Mills are now offering a much 
more varied selection of lumber 
according to local yard owners; 
and this, plus the fact that con- 
tinued good weather appears to be 
just around the corner, is the main 
reason for dealers’ optimism. 

Kiln dried roofers are still 
bringing from $85 to $87 per M 
here, although the latter price is 
now more prevalent; 2 x 10—16’s 
are now selling for $98, their top 
price 15 days ago. 

Fir has remained very stable 
over the past two weeks, with but 
negligible changes in both price 
and demand. 

Several wholesalers remarked 
that both fir and southern pine 
might receive a slight boost from a 
contract awarded recently to the 
Maryland Drydock Co. This con- 
tract is for a portion of the con- 
struction on the Baltimore harbor 
tunnel, and probably will mean 
increased sales for a number of 
Baltimore dealers. 

On the other side of the picture, 
however, yard operators are be- 
moaning the fact that shipyards, 
which are normally important con- 
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suanees, foe Sy ae EX TRA PROFITS with SOLID SIR OR MAPLE: 


means that wholesalers who de- 
pended on this market to any ex- Be - Wis “sy 
tent are now looking around for 


new outlets. 


’ 

The hardwood market presents ‘ READY-TO-PAINT + FULLY ASSEMBLED 
a somewhat brighter picture, how- ' DIRECT FROM 7 ect) a A 
ever; for lumber in this category ‘¢ > . 
is still continuing very strong, . a 
although not quite as active as it 
was two weeks ago. Yard owners 
predict a very good spring for this 
market, and are increasing their 
inventories accordingly. 


COLONIAL 





\ 


P ° @ Beautiful styling, superior 
Retail Volume Growing J construction and low, low price 


H combine to make the 
In Kansas City Region Meadowbrook chairs the hottest 

KANSAS CITY — The lumber “sell-on-sight” item in your 
market in the southwest held store. Only the finest top- 
steady and indications all pointed graded solid birch or maple is 

det apy: used and sanded to a satiny- 
toward more activity in the weeks smooth finish to make this a 
ahead. The bright spot of the high strong impulse item for the 
level of home construction, being finish-it-yourself customer. OVER 100 YEARS OF FURNITURE 
supplemented by widespread mu- A natural for TIE-IN SALES MANUFACTURING EXPERIENCE 
nicipal and industrial construc- of paints, stains and brushes. BUILT AND PRICED RIGHT TO KEEP 
tion, all of which calls for large only $5.45 each C4 THE GOOD WILL OF YOUR TRADE 
amounts of lumber. ) Packed 2 of a kind PACKED IN CARTONS 

Pricewise, the lumber market ae abvteaniem~ Ss PROMPT DELIVERY ON LARGE OR 
held unchanged in the last two ooo SMALL ORDERS 
weeks and demand was not as ac- 
tive as the trade had expected in 
light of the optimistic outlook. 
The Trans-Missouri-Kansas Ship- 
pers’ board quarterly estimate of 
carloadings of lumber and forest 
products for the three months 
ended June 30 was placed at 3% 
ahead of a year ago. 

Suilding permits in 18 of the 
larger cities in the southwest for 
the first quarter ran 32% larger 
than a year ago. 

Retailers’ stocks of lumber are 
not large; in fact, stocks are con- 
sidered as incomplete. Mills, how- 
ever, do not have any surplus on 
hand and are shipping about as 
fast as dry stocks are available. 
Still yards are not placing orders 
for the future and this fact has 
kept down the backlog at the mills. 





Southern Pine 


For the week ending March 30, 
1955, with 128 mills reporting to 
the Southern Pine Association 
barometer, orders amounted to 
60,618,000 feet compared with 52,- 
062,000 for the corresponding 
week last year. 

Shipments for the week were 
18,299,000 feet compared with 16,- 
717,000 for the same week last 
year; production amounted to 17,- 
701,000 feet compared with 17,- 
125,000 feet. 

Shipments for the week were 
2.1% above production; orders Fast Turnover— inal as gold when it's Goldblatt. (Goldblatt Tool Co., 


were 5.56% below production and 1944 Walnut, Kansas City 8, Mo.) 
orders were 7.58% below ship- 


ments for the week. 
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Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying practices. It is a compiletion 


end aver 


of mill prices at press time and should not be considered as current on the day 


the me is received. The prices should be useful in following market trends and as « 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertien! Grain Flooring 


B&aBtr. 
160.00 


lat Grain Flooring 


ixé (Pat. #106) 
1x6 (Pat, #116) 


120.00 
110.00 


Noardsa and shipiap and 2” (Green) 
ix6 1x8 1x10 

68.00 

64.00 

57.00 


Ne. 1 Dimension 
12’ 14° 18° 
76.00 76.00 ; 76.00 
75.00 79.00 
77.00 
76.00 
76.00 


No, 2 Dimension 
2x 4 73.00 78.00 
2x 6 
2x 8 
2x10 
2x12 70.00 


Ne, 8 Dimension 


,. aa ~«» 58,00 
2x 6 57.00 
2x 8 52.00 
2x10 46.00 
2x12 43.00 
(Add $16.00 for dry lumber ) 


RED CEDAR SHINGLES 


24° 16.00-16.25 
24” 8.50- 9.00 
No, 3 24” 4.00- 4.26 
Verfections 
No. 1 a” 6/3 12.00-12.25 
No, 2 7.00- 7.25 
No. 3 f 5.00 
NXXAYX 
No. 1 16” 5/2 10.60-10.75 
No, 2 16” 6.25- 6.75 
No. 3 16” 4.50- 5.00 


WESTERN RED CEDAR 


Vrices for Western Ned cedar siding 
in mixed care, new bundling, W to 10 
are: 

Heveied siding, % tach 
Clear “An “RY 
4 ineh.... 95.00 60.00 
6 inch.... 77.00 50.00 
6 inch.... ) 115.00 100.00 
8 inch....160.00 145.00 106.00 
Clear Bunacalow Siding, % tach 
8-inch 180.00 176.00 140.00 
10 Inch » 200.00 170.00 
12 inch 220.00 215.00 166.00 





Cetlting of Fleertng, B and Her, 
® to 10 or Longer 
BaBtr. Cc 
ixs. ~« 186.00 126.00 
BBO pccccccccess . 126.00 
Discount on mouldings, 6 to 20’ odd 
lengtha. 


Series 8,000 
Listing under 4.06—list plus 36%. 
Listing 4.00 and over—list plus 356% 


Clear Lat 
100 lin, ft 
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WESTERN PINES 


Voenderosa Pine 
6/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
$60.00 265.00 270.60 


Selects 

82 or 48 
C&Btr. RL 

Shop, 82° 


a? sr¢ecene 
6/4 a 
Commons, 82 or 45 
BaRtr 3 No. 4 
ix 8 RL ....112.00 2 64.00 
1x12 RL ....120.00 Z 64.00 


Idaho White Pine 
Selects 82 or 48 
1x4 ix6 1x8 1x10 


C&Btr. RL .270.00 270.00 270.00 2756.00 
D RL 230.00 230.00 230.00 245.00 
Commons, 82 or 45 
0.1 No. 2 No.3 
ixé6. 157.00 145.00 100.00 
186.00 161.00 100.00 
Sugar Pine Selects 52 or 48 m 
444RW 6/4RW 6/4 RW 
B&Btr. RL. .266.00 280.00 
Cc RL 260.00 276.00 
230.00 245.00 


No. 2 No. 3 
122.00 80.00 
162.00 122.00 80.00 





Clear Pin Mx2% 
White 195.00 
Oe... eters . 200.00 

Sel Piain 
White 185.00 

.190.00 

#1 Com, 

White . 165.00 

GS sieves > . 167.00 
22 Com, 

Pin White 

& Red _ ‘ § 75.00 


#1 Com, & Bir. Shorts 


155.00 
150.00 


90.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc D 
ix4 Heart 260.00 235.00 200.00 
Fiat Grain Fleoring 


170.00 160.00 
176.00 165.00 


126.00 
125.00 


1x6 #106 
1x6 #116 


Boards & Shipiap 
x 
No, 1 


191.00 
191.00 


170.00 


140.00 
170.00 14 


0.00 


6 1x8 ix10 1x12 


-- 140.00 140.00 145.00 178.00 
84.00 80.00 87.00 98.00 
70.00 78.00 76.00 756.00 
Ne. 1 Dimension (Dense) 
12’ 14’ 16’ 
102.00 102.00 105.00 
103.00 107.00 105.00 
103.00 103.00 101.00 
116.00 116.00 116.00 
132.00 132.00 132.00 
Jimension (Dense) 
94.00 94.00 $7.00 
91.00 94.00 $61.00 
94.00 92.00 89.00 
95.00 99.00 
91.00 


R/L Only 


2 
eoretorers & betone te to 
“HMM KE 

se 
WOHSAS ., WOWBARS 


“eR MK 


so 


All prices baced kiln dried stock. 


. Clear All Heart..... 95.00 
. Clear All Heart.....122.50 
. Clear All Heart 146.00 
3}. Clear All Heart 122.50 
. Clear All Heart 150.00 
. Clear All Heart.....165.00 
. Clear All 159.50 
. Clear All Heart.....186.50 
+. Clear All Heart.... 
. Clear All Heart 

Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Anzae Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade 


Finish 


Ix 4 Clear Heart S48... 

ix 6 Clear Heart . 
1x 8 Clear Heart S4S........ 
1x10 Clear Heart 848.... 
1x12 Clear Heart 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. 


int Geain Flooring 


1x6 (Pat #1)06.150.00 
1x6 (Pat. #116).150.00 


Celling 


Hoards and Shiplap and 
2” (Dry) 


ix! 
No. , 76.00 78.0 
No. : 69.00 72.0 
No. ' 61.0 


2 
0 
0 
0 


No. 1 Dimension 
12’ 14’ 20’ 
78.00 78.00 78.00 
78.00 78.00 ‘ " 78.00 
78.00 78.00 7 78.00 
78.00 78.00 78.00 
78.00 78.00 . 78.00 


No. 2 Dimension 


74.00 74.00 75.00 7 74.00 
74.00 74.00 74.00 74.00 
74.00 73.00 71.00 7 75.00 
73.00 74.00 72.00 
71.00 71.00 72.00 


No. 3 Dimension R/I, 
2x 4 
2x 6 vee ‘ : é ; ° . -58.00 
2x 8 a4 nee yemavade 56.00 
2x10 ; 54.00 
2x12 oees is-ewe* 54.00 





ENGELMANN SPRUCE 


Hoards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (nir dried) 


14’ 16’ 
75.00 


No. 2 Dimension 
70.00 70.00 


2x12 


Mille are now grading boards 
and 3 common. Ils do not grade out 
No. 3 dimension as in fr. 
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New Design Garage Door 


The Berry custom garage door is 
available in eight basic suggested de- 
signs. These designs are made by ap- 
plying 2%" wide moulding of differ- 
ent lengths to the face of the door. 
Mouldings are connected by standard 
sized corner pieces. Berry custom ga- 
rage doors are available in four 
standard sizes: 8x7’; 9’x7'; 16’x7’ and 
18’x7’. Special sizes other than these 
can be made to order at the buyer’s 
request. Steel Door Corp., Dept. AL, 
359 8. Jessie St., Pontiac, Mich. 


For more data circle No. 1 on coupon, p. 80 


New Panel Siding 


Masonite Panelgroove, a new panel 
siding of 5/16” tempered Presdwood, 
has been announced by Masonite. The 
%” wide and 1/10” deep grooves, 
spaced four inches on center, give the 
yanels the appearance of vertical 
— construction. To be available 
soon at lumber yards in 4’ x 8’ panels 
or any combination of lengths that 
can be cut from a 16’ panel. Masonite 
Corp., Dept. TR-3-AL, Box 777, Chi- 
cago 90, Ill. 


For more data circle No. 2 on coupon, p. 80 


Window Decal 


An attractive window decal is being 
made available. Measuring three by 
nine inches, this gummed decal has 


plastic wall tite 


white and yellow lettering superim- 
posed over an illustrative background 
of maroon-colored tile. Complete di- 
rections for application are contained 
on the back. Miraplas Tile Co., Dept. 
AL, 980 Parsons Ave., Columbus 6, 
Ohio. 


For more data circle No. 3 on coupon, p. 80 


Dialmatic Door Closer 


The exclusive fingertip dial regula- 
tor on the new Dexter Dialmatic door 
closer is said to greatly simplify ad- 
justment for closing speeds of screen, 
combination and light interior doors. 
No tools of any kind are required. 
Dial may be adjusted by sight or 
sound—it clicks as it turns. Dexter 
Lock Co., Dept. AL, 1601 Madison 
Ave., 8.E., Grand Rapids, Mich. 

For more data circle No. 4 on coupon, p. 80 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


GARAGE 


DOOR SETS} 


with 
5 Winning Features! 


@ OFFSET TRACK! 

@ GRADUATED HINGES! 

@ ELECTRO-GALVANIZED FINISH! 

@ All STANDARD SINGLE & 2-CAR 
SIZES! 

@ AMAZING LOW PRICE! 

“WEDGE-RITE” offers you superior 

quality, premium features and sensa- 

tionally low prices. 

There's a “WEDGE-RITE” set for every 

need: single car sizes from 8'x6'6" to 

9x7’; 2-car sizes from 14’x7’ to 16'x7’; 


and commercial sizes from 9x?’ to 
20’x12' . . . for doors 1%" or 1%” thick. 


Fe? 
Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-45. 








DOOR SECTIONS! Truck load or carload 
lots in stock sizes. Kiln-dried, Douglas 
fir, dowel construction. Lowest prices! 

" North St. Paul, Minnesota 


THE F T Sales and Service in RAVITY & POWER 
- CORE Principal Cities “eal 


AMERICAN LUMBERMAN AND 


STANDARD CONVEYOR CO. 
General Offices: 

















ALL SET TO SUPPLY 


YOU FOR ANOTHER 
RECORD BUILDING YEAR 


Bradley is standing by with everything from 
foundation plates to Arkansas Soft Pine Satin- 
like interior trim, paneling, moulding and 
finishing lumber to help you meet the continu- 
ing upsurge in home building. Immediate 
response to your order for any of the above, 
with which we can load strip, plank and block 
oak flooring, finished or unfinished; hardwood 


stair treads, thresholds, risers, glued-up panels. 


Standard of comparison quality in every item, 


Say what and when! 


BRADLEY LUMBER COMPANY 
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INSECT WIRE 


New 
MULTI-WIRE 
EDGE 


- + » shown in magnified 

view, adds strength and 

rigidity. bata lies 

flat, is easier to handle, 
cut, install. 


SCREENING 


THIS IS THE YEAR for your store to stock Cort- 
land Brand Insect Wire Screening! Because this 
popular screening is going to be more profit- 
able thanks to Wickwire's Multi-Wire Edge. 


SHOW YOUR CUSTOMERS this strong 
Multi-Wire Edge. Point out how the 
screening lies flat. . . is easier to cut, 
handle, install. See for yourself how 
these Multi-Wire selling points increase 
your screening sales. 


All 3 Screenings Have 


@ CORTLAND BRONZE 
Special alloy screening that's rust re- 
sistant. Bright or “Antique” finish. 


@ CORTLAND GRAY-WICK 
Durable, all-purpose zinc-coated scyeen- 
ing. Attractive light gray finish. 


@ CORTLAND ALUMINUM 


Light, rust-and-stainproof Alclad alumi- 
num wire screening. 


eRano 


YOUR JOBBER can supply Cortland 
Brand Screening in 18 x 14 mesh, 24” 
to 48” widths. 100 linear ft. rolls. Meets 
U.S. Department of Commerce National 
Bureau of Standards’ specifications. 


Multi-Wire Edge 


MERCHANDISING KIT 
Contains streamers, folders, newspaper 
mats . . . everything you need to become 
headquarters for Cortland Brand products. 
Write for it now! 


Nails & Brads © Poultry Netting © Hardware Cloth 
WICKWIRE BROTHERS, INC., Cortland, N.Y. 
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Formica SeamFil 


Seams in long Formica counter 
tops, or sink top returns, practically 
disappear when Formica SeamFil is 
squeezed from a tube and worked into 
the joint, announces the manufacturer. 
Formica SeamFil comes in a kit of 
12 tubes. There’s a matching color 
for nearly any Formica pattern. Kit 
also contains Formica SF-99 solvent 
for cleaning seam and for wiping off 
any excess filler after closing the 
seam. Putty knife is also included. 
Formica Co., Dept. AL, 4614 Spring 
Grove Ave., Cincinnati 32, Ohio. 


For more data circle No. 5 on coupon, p. 80 


Two New Baldwin Knobs 


Two new Baldwin knobs, the two 
inch No. 030 and the 2%” No. 040, 
have been packaged in individual 
boxes complete with necessary spin- 
dles and screws to permit quick and 
easy installation. The knobs are made 
of heavy, solid brass, and are avail- 
able in all standard finishes with no 
extra charge for the individual pack- 
aging. The eye-catching boxes—each 
containing one pair of knobs—are 
acked six to a sleeve for easier 
andling. Baldwin Manufacturing 
Corp., Dept. AL, 1290 Central Ave., 
Hillside, N. J 


For more data circle No. 6 on coupon, p. 80 
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New Aluminum Primer 


A new rust-inhibitive aluminum pig- 
ment has been developed and patented 
by Reynolds Metals. The company will 
soon market this new product in the 
form of a paste made up of strontium 
chromate and powdered aluminum. It 
is claimed that, in a single coat, a 
paint made with this product provides 
the benefits of a rust-inhibitive primer 
and a reflective aluminum topcoat 
finish. Reynolds Metals Co., Dept. AL, 
2500 S. Third St., Louisville, Ky. 


For more data circle No. 7 on coupon, p. 80 
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finished surface. The plane, run by a 

hp motor, has a 16” shoe and 
makes cuts up to 2 1/16”. Stanley 
Tools, Dept. AL, 111 Elm St., New 
Britain, Conn. 


For more data circle No. 9 on coupon, p. 80 
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Seal-Draft Weatherstrip 


Seal-Draft, a new weatherstrip for 
metal casement windows, is made of 
highly corrosion resistant alloy of 
chromium, magnesium and aluminum. 
The manufacturer announces no drive 
screws, mastic, or cement is needed to 
hold it in place, and it locks perma- 
nently onto the frame. Do-it-yourself- 
ers can install it in a few ye wl Steel Access Doors 
The material is produced in Redi- 


: i A completely new and enlarged line 
Cut (to size) sets to fit the vent open- Kolormatic Tube System oi onal or ed deere bas fast beak 
ings of both standard and special size The Kyanize Kolormatic tube sys- previewed by Miami-Carey. Twenty 


easements. Sun Screen Prod. Co., tem is said to be adaptable for Kyan- models are offered in five sizes pro- 
tw AL, 107 N. Maple St., Spokane ize Clingeote Serubable Flat, Tudor viding two lock types and three basic 
se ide vy Interior Gloss, Celoid Semi-Gloss, models for masonry, plaster and dry 
For more data circle No. 8 on coupon, p. 80 Lo-Sheen, cement and stucco, and wall construction. Features include 14 
house paint. Two bases are used, a gauge doors, 16 gauge prime steel 

New Power Plane regular white for the lighter shades, frames and cam locks that can be 


and a deep-tint base for the deeper screw driver operated to open as well 
A new longer and wider power shades. The 12 basic Kyanize Color- as close the door. The edges and 
plane, with a motor that is inter- ants come in eight tube sizes or frame of door are flush with the sur- 
changeable with a router attachment strengths, actually five sizes, but one face. The most outstanding feature, 
or bench shaper plate, has just been of those sizes in four strengths. The says Miami-Carey, is the unique hinge 
placed on the market by the Stanley Kyanize Kolormatic Tube System lift lever for quick removal of the 
Works. A feature of this plane is an offers 324 colors. Kyanize Paints, Inc., door. Miami Cabinet Div., The Philip 
especially designed exhaust which Dept. AL, Everett Station, Boston 49, Carey Mfg. Co., Dept. SA-12-AL, Cin- 
blows chips away before they can Mass. cinnati 15, Ohio. 
lodge under the shoe and mar the 





For more data circle Ne, 10 on coupon, p. 80 For more data circle No. 11 on coupon, p. 80 


PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mart High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Real SUSANVILLE CALIFORNIA 
egistered 






































GILLIES BROS. & CO. Ltd. _ ee eed =< i 
BRAESIDE, ONTARIO, CANADA 3 
Mfrs. of WHITE PINE (PINUS — = coulran = 


Genuine STROBUS) = — 


Also some Norway and Spruce 


AIR-SEASONED _ WATER-CURED 


Rough or Dressed 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


P.0.BOX 365, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 








Established 1842 es Member N.A.W.L. > twx $¢270 PHONE IVanhoe 9-3651 | 
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TOP QUALITY 


FIR 
GUM 


10 Convenient Warehouses 
MICH. IND. TEXAS CALIF, 


Immediate Shipments 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 


Midwest 4-3450 
TWX 500 


Nearly Every Customer 


has a use for 


Garth Anchors 


The most practical and 
economical earth anchor 
for erecting and rein- 
forcing: 

e FENCE CORNERS 

e GATE POSTS 

e GRAIN BINS 

e CORN CRIBS 

« TV ANTENNA 

e TENTS 

e BOAT DOCKS 

e HAY STACKING TRACKS 
e CLOTHES LINE POSTS 

e LARGE TREES 


e Other guying, straight- 
ening, tightening and 
anchoring jobs. 


IN 3 SIZES 





Locally and Nationally 
Write for catalog and information 
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SALES AIDS 


Basic Hook Assortment 


This new dealer starting package 
contains 20 boxes of the fastest sell- 
ing Hookboard hooks. Gets the dealer 
into the hook business at minimum 
cost, minimum inventory. A colorful 
display stand is included at no charge. 
Manufacturers designation HRM oY 
assortment. John H. Graham & Co., 
Inc., Dept. AL, 105 Duane St., New 
York 8, N. Y. 


For more data circle Ne, 12 on coupen, p. 80 





Planning Chart 


Dealers handling Versa Railing, a 
new do-it-yourself wrought iron rail- 
ing and column line, are said to report 
much time and effort saved in closing 
the sale by a planning chart which 
enables the buyer to plan the instal- 
lation and figure the component parts 
required without assistance. The chart 
contains all information necessary to 
ylan any type of installation. Versa 
Preducls Co., Dept. AL, Lodi, Ohio. 


For more data circle No. 13 on coupon, p. 80 


Decorator Paint Pole 


The Week-End Decorator paint pole, 
a display device for dealer use, is 
among the items in a new series of 
merchandising aids now available 
from Archer-Daniels-Midland Com- 
pany. Offered as a service to the in- 
dustry, the paint pole cashes in on 
the widely promoted Week-End Deco- 
rator program. Archer-Daniels-Mid- 
land Co., Dept. AL, 700 Investors 
Bldg., Minneapolis, Minn. 


For more data circle No. 14 on coupon, p. 80 


Limited Introductory Offer 


With each order for one roof or one 
wall Multiple-Vent Kitchen-Aire dur- 
ing the month of April, Stewart In- 
dustries, Inc., offer a Sheffield steak 
knife and carving set to stimulate 
sales and interest among your cus- 
tomers. This offer applies to sales of 
the all-aluminum roof model KA-17R, 
800 cfm with three speeds and the all- 
aluminum wall model KA-17W, 800 
cfm with three speeds. Ask your job- 
ber or write the manufacturers about 
this offer which expires April 30, 1955. 
Stewart Industries, Inc., Dept. AL, 320 
E. St. Joseph St., Indianapolis 2, Ind. 


For more data cirele No. 15 on coupon, p. 80 








regular field. What is this item? 
and woodworking course? 
carried on the job? 


equipment is worthwhile? 


features? 








What's Your Answer? 


Here’s a quick and easy way to check your retention of the infor- 
mation contained in this issue. The questions cover both editorial 
features and manufacturer’s advertising. For the answers, see page 74. 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. Dexter Lock Co. has just announced a new product outside their 

2. How many women attended Neiman-Reed’s combination fashion show 

3. Who has recently put on the market a complete “shop” that can be 

4. Why do two Tulsa dealers believe that having their own sign-making 

5. New ebony black cabinet hardware with gold finish accents is now 
on the market. Do you know the manufacturer? 

6. What are the 11 fundamentals of good materials handling? 

7. What's the big new market for sound conditioning? 

8. What's the best way to sell the outdoor living market? 

9. What manufacturer has cab-over engine trucks with 10 important 


10. What is the value of the replacement garage door business annually? 
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New Literature 


In addition to a complete line of 
wood screws, Phillips and slotted, flat, 
round and oval, in steel, brass, silicon 
bronze, stainless steel, aluminum and 
popular plated finishes, a new catalog 
WS-1 points out that Southern can 
now furnish drive, knob, and dowel 
screws, and hanger and carriage bolts. 
Southern Screw Company, Dept. AL, 
P.O. Box 1360, Statesville, N. C. 
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The Grant sheave and track line for 
sliding doors, partitions, walls, and 
store fixture applications is the fea- 
ture of a folder. Metal, rubber and 
nylon wheel sheaves can be ordered 
in three sizes for various weight doors, 
and visual selection is simplified by 
means of comparison charts in litera- 
ture. Grant Pulley & Hardware Corp., 
Dept. AL, 31-85 Whitestone Parkway, 
Flushing 54, N. Y 
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A new folder describes the Wasco- 
lite Pyrodome which provides day- 
lighting plus automatic fire venting. 
The folder also describes the Wasco 
Pyrovent, a unit which provides auto- 
matic fire protection only. Both the 
Pyrodome and the Pyrovent are illus- 
trated photographically and in detailed 
schematic drawings. asco Products, 
Inc., Dept. AL, 983P Fawcett Street, 
Cambridge 38, Mass. 
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“Matching Beauty,” a colorful new 
brochure illustrating the complete 
Weslock 500 series line of residential 
locksets, concave cabinet hardware 
and matching exterior door tiers, is 
now available. In addition to full speci- 
fications, the brochure describes meth- 
od of changing hand of Weslocks and 
shows a detailed exploded view of a 
500 series entry lock. Western Lock 
Mfg. Co., Dept. AL, 211 N. Madison 
Ave., Los Angeles 4, Calif. 
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Complete facts on the Van-Packer 
packaged masonry chimney are fea- 
tured in a new booklet. The Van- 
Packer Chimney can be ceiling or floor 
suspended, or pier supported. It comes 
completely packaged, including flash- 
ing, and can be installed in three man 
hours, claims the manufacturer. Van- 
Packer Corp., Dept. AL, Bettendorf, 
Iowa. 
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Crestline removable window unit is 
the subject of a folder. The folder 
shows the new, fully counterbalanced 
and weatherstripped unit in detail, and 
describes specifications, installation 
details and features. A complete list 
of the company’s products is included. 
Silerest Company, Dept. AL, 100 
Thomas St., Wausau, Wis. 
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Special cabinets for built-in ovens 
and counter top ranges are illustrated 
in the new Beauty Queen catalog. The 
new kitchen line is available in four 
factory finished colors. A Beauty 
Queen installation and product manual 
describes installation methods, product 
dimensions and rough-in requirements. 
Toledo Desk and Fixture Corp., Dept. 
AL, Maumee, Ohio. 
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C. D. Johnson rail orders are 
promptly filled and shipped direct 
from huge covered loading sheds 
at the Toledo mill. These promptly 
filled shipments arrive at destination 
in the same prime condition in which 
they left our mill... easy to check, 
unload and dispatch. For rail lumber 
shipments to any point in the country, 
contact C. D. Johnson first. 
Mixed cars a specialty. 


‘ 
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Finest 
Z£$CREEN 
Rollers 


Convex Face 


Standard 
1/16” face 


ty ad ome je pone Se —_ 
ing 
seohed wa 30" rounded RK. 


Concave Face 


For ay! spline into frame after 
screenin as been positioned. 
Standard “aah sizes ore 093, .105, 
125 and .170 width of face. 


Standard stock size is 2’ and 
a Gunston by 9/16" width 


See sizes on all above fools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 





@ GOOD ADHESION ... slides easily. 


@ DISSOLVES QUICKLY in hot or cold 
water... won't spoil. 


@ FREE FLOWING... won't cake in box. 
Available in 5 01. and larger quantity size containers 


74 (For more data on advertised products {ill in the coupon on page 80) 





Card Index File 


A new electrified rotary card index 
file called the Kard-Veyer features 
automatic leveling, shorter crosswise 
trays, two-directional carrier travel, 
and a _ rapid-action circuit system 
which combines to give smoother, 
faster automatic filing with noiseless 
operations. Remington Rand, Inc., 
Dept. AL, 315 Fourth Ave., New 
York 10, N. Y 
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Aluminum Ladders 


Important improvements have been 
made on the new 500 series Alumilad- 
ders, announces R. D. Werner Co. The 
most important change, says the 
manufacturer, is a patented Alflo 
rung joint that is hydraulically locked 
to the side rail so that it cannot 
loosen. The Alflo joint also provides 
considerably more torque resistance. 
The rungs are larger with deeper 
corrugations and the new ladders are 
two inches wider. R. D. Werner Co., 
Ine., Dept. AL, 295 Fifth Ave., Ne: 
York 16, N. Y. 
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Miter Chopper and Trimmer 


The Lion miter chopper, featuring 
a vertical sliding knife head used to 
cut moulding to length, at 45°, in pro- 
duction, is available. Also included in 
the manufacturer’ 8 line of woodwork- 
ing tools is the Lion trimmer, a port- 
able tool featuring horizontally slid- 
ing knives used to trim the end of 
moulding, with ability to make cuts 
between 45 and 90°. Pootatuck Corp., 
Dept. AL, 2448 Main St., Stratford, 
Conn. 
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Tilting Arbor Saw 


The Toolkraft Corp. has announced 
the addition of a new eight-inch tilt- 
ing arbor saw, Model 36-B, to its 
Darra-James line of power tools. This 
new saw has a newly engineered mo- 
tor bracket, a redesigned and larger 
base and a re-engineered tilting hand- 
wheel with tilt-screw assembly. The 
table measures 16” x 20”, and exten- 
sions are available. Maximum depth 
of cut is 2%”. Toolkraft Corp., Dept. 
AL, Box 130, Springfield, Mass. 
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What's YOUR Answer? 


Solutions to 
questions on page 72. 


1. An underground lawn sprinkler 
system. See page 2. 


2. About 300 women spectators. De- 
tails on page 46 


3. The Stanley Works. The compact 
metal case holds a power plane, router 
and butt templet. Turn to page 15. 


4. Because signs can be quickly 
produced when they are needed. De- 
tails on page 42. 


5. American Cabinet Hardware 
Corp. Their ad is on page 57 


6. They are all discussed in the sec- 
ond article of a series on page 36. 


7. The residential market. See the 
Armstrong Cork Co. ad on page 29. 


8. By featuring patio packages. De- 
tails on page 56 


9. Mack Trucks. Read their four 
page ad, starting on 19. 


10. About $133 million dollars a 
year. See editorial on page 34. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


Edward Hines Lumber Co, . . . . « » + Ghicago, Ill, 
Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


Cadillac-Soo Lumber Co. . . « « Sault Ste, Marie, Mich, 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, etc. 


*Copeland LumberGo. . . . « « « « « Ghieago, Ill, 
Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemlock. 


*tHolt Hardwood Co, . « « «© « + + +) 6(Oonto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, A bled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 





*+), W. Wells Lumber Co. . . . . « Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper wate Rae Maple and Birch lumber, 
rough. 


t+tMember Maple Flooring Mfrs. Assn. 


“Goodman Lumber Company . . . . » Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Michigan Pole & Tie Go. . . . « « Newberry, Mich, 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich...............lronwood, Mich. 


Roddis Lbr. & Veneer Co., Lid...... Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven'r'd Doors, Plywd. Modern Dry Kiln facilities. 


*tAhonen Lumber Co. . . « + « « +» (ronwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, Spruce. Planing Mill 
—Modern Dry Kilns. “AAA” brand MPMA rdwood Flooring. 
Hardwood and Softwood Pallets. 


*Kimberly-Clark of Michigan, Inc. . . Sace Neenah, Wis, 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Member Northern Hemlock & Hardwood Mfrs. Asen. 
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Dealers! Dealer Groups! 


yard personnel 
contractors 
architects 
housewarming 


any special occasion 


DOUGLAS FIR PLYWOOD ASSOCIATION 








Recommended Reading for Lumber Dealers: 


| PRICING 
POH tre tor PROWNT 

Maning 1 tae H FOR 

ease PROFIT 

AND 

MAKING IT 

STICK 


How to sell lumber and building products 
profitably. How to calculate costs, make mark- 
ups and set prices that insure an adequate 
profit, This is ART HOOD'S famous text on 
“compensatory pricing’’............+.--50¢ 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is , 
please send me coples 
of 

by 
return mail 


WAME 
COMPANY 
ADDRESS 


CITY 
STATE 
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Jal-Glas Cutter 


The Jal-Glas Cutter Co. has just 
announced the development of a port- 
able jalousie glass-cuttin ine, 
known as the Jal-Glas. Be ee 
of steel and protected from the ele- 
ments by a special corrosive-resist- 
ing finish, the Jal-Glas will cut 
lengths ranging from 16” to 39”. 
Using 3%” to 4%” widths, you can 
cut two pieces of glass at one time. 
Jal-Glas Cutter Co., Dept. AL, Box 
103, Kenilworth, N. J. 
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Quick Stop Gauge 


The Comet Quick stop gauge has 
been announced by Consolidated Ma- 
chinery & Supply Co., Ltd. Hairline 
accuracy is said to be one of the fea- 
tures of the stop gauge, ease of oper- 
ation and convenience is another. It 
is easily installed on any radial type 
saw, swing saw, boring machine, etc. 
Designed to be mounted at the back 
of the bench, the pause becomes a 
straight edge as well as a stop gauge. 
The top of the bench or front of table 
where the material is placed is always 
clear. Consolidated Machinery & Sup- 
ply Co., Ltd., Dept. AL, 2033 Santa 

e Ave., Los "Angeles, Calif. 
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«\’ REINFORCED 


New Plastic Garden Hose 


The Supplex Corp. announces a new 
type of plastic garden hose, which has 
woven tire cord reinforcement that 
can be seen through a transparent 
outer protective jacket. The manufac- 
turer says this should provide a 
strong selling feature of the hose as 
customers can see the reinforcement 
which prevents water pressure blow- 
outs. It is claimed that the hose can 
be left with full water pressure in the 
hot sun for days without danger of 
bursting. The new hose is called the 


1 go Special. Supplex Corp., Dept. 
, 226 North Ave., Garwood, 'N & 
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in Steel Saw Horse 


Hefty Horse Steel Saw Horses— 
made of heavy gauge, steel channel 
with welded construction, cadmium 
plated—are furnished with rubber 
feet to protect floors and prevent 
slipping. These saw horses nest to- 
gether and are easy to store. Made in 
two sizes—standard 25” high by 26” 
wide; senior 32” high by 32” wide. 
Little Beaver Industries, Inc., Dept. 
AL, 38811 Mentor Ave., Willoughby, 
Ohio. 
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Trailer Unit 


A trailer type unit known as 
Wheel-it is light in weight (total 
600 pounds), built of channel steel 
frame and rolls on Timken tapered 
bearings. The standard telescoping 
tongue accommodates loads up to = 
feet in length. It is 12 feet in len 
and 49” in width between the stakes 
(57” total width) and three feet high. 
Model 700 Wheel-it is the newest 
of five models. Hawkeye Industries, 
Dept. AL, Longmont, Colo. 
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Steel Strapping Stretcher 


A newly developed flat steel strap- 
ping stretcher, Model 48, accommo- 
dates 2” x .050 flat steel strapping. 
The Model 48 is said to feature ease 
of carrying, easier threading, exten- 
sion handle for added leverage in ten- 
sioning when necessary, and other in- 
novations. A new 2” x .0560 sealer 
known as the Model 50 is also avail- 
able. Gerrard Steel Strapping Div., 
United States Steel Corp., Dept. AL, 
2915 W. 47th St., Chicago 32, Ill. 
For more data circle No. 32 on coupon, p. 80 
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New Builders’ Kit 


A new three-in-one Builders’ Kit 
said to make door fitting and hang- 
ing 10 times faster than by hand, has 
just been develo by the Stanley 
Works. It is claimed the speed pri- 
marily results from a hinge mortising 
template or precision guide which aids 
in fitting hinges to the door and jamb. 
The kit includes a % hp motor, a 
router base for rapid mortising, and 
a plane attachment for quick fitting 
of doors. In addition there is a cutter 
grinding attachment. All of the equip- 
ment fits neatly into a metal carrying 
case. Stanley Tools, Dept. AL, 111 
Elm St., New Britain, Conn. 
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Copper-Plated Seals 


Allegheny Steel Band Co., manu- 
facturer of steel strapping and acces- 
sories, standardly furnishes copper- 
plated seals to lock the strapping in 
place. Allegheny seals are made from 
electro-copper-coated cold rolled strip 
steel with a bright finish. These seals 
are furnished in the same gauge as 
the strapping and, when used with 
Allegheny Sealers, are crimped with 
the patented Lock-Seal-Joint. Alle- 
gheny Steel Band Co., Dept. AL, Box 
716, Pittsburgh 30, Penna. 
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Tool Display Stand 

For a small initial investment this 
display stand enables a dealer to in- 
stall a power tool department in a 


space measuring 20” by 21”. The dis- 
play stand is offered to the dealer free 
with the purchase of an eight-inch 
tilting arbor saw, a 12-inch drill press, 
a 9%-inch band saw, a 15-inch jig saw 
and a_ bell-dise sander. Toolkraft 
Corp., Box 130, Springfield, Mass. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates: 


1 Time —20c¢ per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — 1Sc per word for each consecutive 
insertion. Minimum charge of 75c 
iper line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
cation. mis are set in uniform 6 
point style. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
8 or regular line rate is charged. 
m answering box numbers or mailing copy 
for ads address them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





HARDWARE SALESMAN — We are well estab- 
lished Eastern Door Lock Manufacturers sell- 
ing to the lumber and hardware trade. We 
have a few choice protected territories open 
for salesmen to work for us exclusively. Draw- 
ing against co . r and travelin 
necessary. All replies confidential. Mention full 
ng Address Box B-21, American Lumber- 
man, Inc. 





WANTED CUTTING DEPARTMENT FOREMAN 
Good opportunity for right man who can han- 
dle men and knows how to get best cutting 
value out of Ponderosa Pine Shop. 25 million 
feet annually. Good wages. Plant in middle 
west. All replies strictly confidential. Address 
Box B-33, Ameri Lumb Inc. 








BUYER 

Age 30-35 for Western Pennsylvania whole- 
saler. Wholesale, Transit, Sawmill, - 
tion experience necessary. No traveling. Ex- 
cellent opportu for future. Give complete 
record ed and experience in 
letter. Address Box B-34. American Lumber- 
man, Inc. 


A man with some experience to do estimating 
and general office work. This job will lead 


mal and recreational 
North Eastern Illi- 
suburban area. Address 


nois, in outer Chica 
American rman, Inc. 





WANTED — Retail lumber Yard Fosomen. Stet 
age, experience, salary expected. ive rel- 
pete Mention how soon change, could be 
arranged. Offers opportunity for young 
man who knows Fay Ee business. Border- 
line Nassau/Suffolk counties. Address Box 
C-20, American Lumberman, Inc. 


WANTED: Assistant manager for good retail 
lumber yard. ity for advancement. 
Address Box C-24, American Lumberman, Inc. 





SALESMAN WANTED 





pam iy ee One for Fommecone tonstiory; 
one for tucky territory (full time ) 
7 well-established wholesale |umber firm — 

tributors of West Coast lumber, Hardwood 
and Yellow Pine lumber. Excellent mill con- 
nections, both on West Coast and in the South. 
Write Box C-22, American Lumberman, Inc. 


HELP WANTED 





WANTED: Three good men. Estimator — 
Counterman — Soh wood grader. Age not 
limited if in good health. Li col per. | uth- 
ern Michigan. Address Box B-37, erican 
Lumberman, Inc. 


A REAL OPPORTUNITY — a well-established, 
fast-growing Midwest lumbe: fact 
and wholesaler has an opening in Northern 
Illinois for an ri d b i to 
call on retail dealers and industrials. To 
mill connections in beth Softwoods and Hard- 
woods. Our sales commission oy means sub- 
stantial income for the man who can porduce. 
Include full inf ation with regard to personal 
history, educati an ri background 
in first letter, Address Box B-36, American 
Lumberman, Inc. 














Wholesaler wants lumber salesman to call on 
retail | « dealers, Colorado area. Address 
Box B-39, Ameri Lumb Inc. 








MANAGER, RETAIL LUMBER YARD 


Here is thé opportunity to live in South 
Florida and manage a retail lumber 
yard. This is a position with a weil 
established company which offers the 
opportunity for a secure and prom- 
ising future. If you are ¢ rienced 
in Retail Lumber and Building Sup- 
plies, with a minimum of two years 
recent experience as a manager of a 
Retail Yard, please write in complete 
detail as to your past experience, per- 
sonal information and present situa- 
tion. Also enclose a recent photograph. 
Address Box C-27, American Lumber- 
man, Inc. 


MERCHANDISE MANAGER 


One of the country’s most eqgueseive retail 
lumber and “‘direct-to-you"’ building materials 
dealers, over 30 years in business, and operat- 
ing 3 branch yards, requires top notch Mer- 
chandiser to take full charge of entire opera- 
tions. Position requires supervision of branch 
yard managers, of advertising, any 


ar g and g mer g 
plicants should be thoroughly experienced fo 
retail lumber sales and yard management as 
well as knowledge of allied products, includ- 
ing millwork, roofing, paints, hardware, tools, 

lumbing, heating, etc. Salary open. Position 

midwest.Give fat particulars as to previous 

peri and p 1 data first letter. Ap- 
plications will be given primary consideration 
Dy» of past An a, Address Box 
C-28, ri b nec. 














GENERAL MANAGER 


Wanted — Experienced executive by 
large Midwest stock millwork and win- 
dow unit manufacturer. Position would 
be General Manager, when thoroughly 
familiar with P 


Basistans @ 5; Mw 


y'* operations — 





to start. 





No financial problems or internal fric- 
tion. Excellent opportunity and satis- 
factory compensation to right party. 
Replies treated in strict confidence. 
Address Box C-30, American Lumber- 


man, Inc. 


YARD POREMAN 
For leading Midwest Retail Lumber yard with 
$2,000,000 volume. This is a top job for man 
with solid round as lumberman and 
thorough know e of modern retail yard 
. Top wages and benefits. Reply in 
confidence, giving full details. oss Box 

C-23, American Lumberman, Inc. 
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WANTED: Man with retail lumb 


SALES REPRESENTATIVES 
WANTED 





to supervise a small group of yards = line 
yard company. Address Box C-23, American 
Lumberman, 


WANTED: iP: Touss tant as understudy for 
pon Bookkeeper _ a line yard lumber com- 
bone ae hier g My t. Address 








located in central aot Sala 
with ability. working condi 
Give full 
Addeoss Box C-26, American L 








SITUATIONS WANTED 





Manager now a a pr wants to relocate. 
will Can invest 
if phn, 20 years retail and 5 years whole- 
sale experience. Preter Indiana, Ohic or 
-—y aaa ox B-28, American Lumber- 
man, e 








Wanted — Positi as Bookk 


Twenty years General Office, Taxes, Auditing 
and adjusting. Pleasant P \, ex. 
cellent ith. Good SS tail. ve orders, 
take ‘em. Your tt Seen 
Box C-3l, Ienecloan Loublemen, 








DISTRIBUTORS WANTED 
ALUMINUM AWNING TYPE WINDOWS 


World's most advanced window, with the 
—_ in quality and —— | gy ears 


CAN AWNING wikpow < GOMPORATION, 3650 
eh a Street, Miami, Florida — Telephone 


. 





REPRESENTATIVE WANTED 


We want a man calling on or familiar with 
2 Fu more or il of the lollewing classes 
tra 


1. Plumbing Wholesaler 

2. Electrical Wholesaler 

3. Hardware (Builders) 

4. Lumber-Builders Specialties 
5. Tile Distributors 


We are small psyy Sost-qpowine Sir’ manu- 
facturers of exclusive “cadillac” —_ 
line of batheoon qutatin spectacularly ‘pele 
and nationally advertised. 


All open territories are protected under con- 
tract. Please! No arm-chair salesmen or finan- 
cially fat Ve artists. We want men with 
established lines who will grow with us and 
our " 


Please give complete territorial coverage de- 
pA Personal interview will be 





Experienced salesman available. All 
Veneers, Plywood and Flush Doors. 
acquainted Midwest, South and ay 
Salary or commission basis. Address Box C-32, 








Ten years experience in Retail Lumber Com- 
pany as + ew og and Assistant Manager. De- 
sire to relocate in Central or Coutieen Wis- 
consin. Medium sized town with schools 
and li conditions. Would Sy consider 
sales work. Address Box C-33, American Lum- 
berman, Inc. 





Employment wanted as manager of retail 
building supply yard. Age 38, sober. 10 years 
guporiene®, employed. desire change. Address 
Box C-34 Inc. 








SALES REPRESENTATIVES 
WANTED 


on with company president in your city. 
t 
°  pemempams we. co. 
3955 W. Fullerton 
Chicago. Ill. 





MANUFACTURER'S REPRESENTATIVE 
Now calling on distributors of b mate- 
rials, glass and roofing supp’ with 
AAA-1 firm with extensive yo tics 

in ponels. bath ures 





te present lines. = 
good territories open. Address Box C-35, Amer- 
ican Lumberman, Inc. 





Dealer-Distributor Franchises. New $100 st 
Improvement System reduces fuel oil bills | 
to 40%. No becting a ge FA required. 


for Brief 

oan to Mahe $35,000 bs with 4 Sales- 
Puel popecuiees, 1 ashington Ave., 
Providence. R. I. 








SALESMAN wanted for Southwestern Pennsy!l- 
vania area, Johnstown to Pittsburgh, to repre- 
sent wholesaler with 

both from West Coast and South, for all soft- 
woods. Give full particulars. Will consider 
experienced man only, Address Box B-45, 
American Lumberman, Inc. 





Lucrative side line — easy to sell Rustic Pre- 
fabricated Fencing. Good repeat b 
All territories open. See our ad Dealer Prod- 
ucts Pile issue, page 463. 
George Bilhorn & company (CL) 
4201 North Wincheste: 
Chicago 13, Ilineis 





SALESMEN WANTED 
Salesmen wanted to sell * “The House Doctor’ 
a United States Trad d sales 
plan for retail building material dealers. Has 
pepe » feature , anmates in National trade jour- 
times less than two years. 
7 dealer pa, Only one sale 
earns $21 ae 00 per year gross Key 
already t up ¢ throughout C Cen 
States. Top * for 
write, wire or phone: 
Al Carr 
P.O. 
Phone 2. §-5519 
Ponca City, Oklahoma 











Manufacturers of stock size movable louvered 
shutters wants salesmen on lumber 
yore. etc., to handle additional on com- 

ission basis, Wri i Peledandee, One Murray 
Place, Merrick, N. 
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Metal Moulding Salesman 


Full time or side line. To call on lincleum— 
hardware—turniture stores—cabinet 


distributors. Repessenting Manufacture: 

com wa line of aluminum and stainless ‘steal 
mou . Exclusive territories open. National 

Seuiaute any. 1134 | way Creek Drive, 

Columbus 9, O 








SALES REPRESENTATION 
AVAILABLE 





Maanutacturer’s yy with pa X —— 
building material field bicage and sur ~ , 


ing area desires tional Will cover 
more territory if desired. _ aeteets Box B-46, 
American Lumberman, Inc 





Manufacturers Kw desires lines for jobb 
in Colorado. thoroughly work selecte 
lines. Knows state lumber may | trade. 

ete., = Write 


ulation, windows, 
P, ©. Box 930, Colorado Springs, Colorado. 








LUMBER & DIMENSION WANTED 





Wholesaler operating distribution yard in 
Eastern Wisconsia desires mill connections on 
kiln dried Douglas Fir, Idaho White Pine, 
White Fir, Spruce, Redwood and related 
epetien. Address Box C-37, American Lumber- 
man. Inc. 





WANTED: Western New York Wholesaler £ 
sires direct mill connections for White Fir. Ad- 
dress Box C-38, A Inc. 








Me-dAi r r l 





wanted to 
establish onecioma., with West Coast mills 
producing Green an wee ey Douglas Fir, 
White Fir, Cedar, y A, ‘onderosa «iu 
and Idaho White Pine. Mills must be associa- 
tion members and furnish lumber co: rable 
in quality and price to Big W & L. B. ess 
Box C-40, American L rman, Inc. 





BUSINESS OPPORTUNITIES 








Go into busi for y li. Fifteen hundred 
dollars will buy real estate and good improve- 
ments for a yard just closed out. Been good 
business for 1? — in wheat and oil = 
tory, northern Oklahoma. Owner retired. 
dress Box C-47, American Lumberman, — 





jad Cal t Regi R 


Lumber Yard. | 
want to retire, account of age and not wanting 
to a, amortize rs pated’ years to 
responsible party or pa es, require approxi- 
mately fo a ~~ gt ~ idings a 000.00, a 
property, t 8! wentory appro 
mately $40,000.00, building and equipment 
approximately 315,000.00. Parties eutecoste? 
will ba have to investigate to appreciate op 
tunities. If interested, please contact Box 33, 
American Lumberman, Inc. 








WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





STEEL RAILS 
16#, 2004, 25H, WH, 34, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 oe St.. Charleston, West Virginia 





BUSINESSES FOR SALE 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentuc Coal conveyors to dum 
truck. Good pr 
ness for 40 years. 
Box A- A 1 


table yard. Been in busi- 
Will eaventney. Address 
c 








For Sale: Retail Lumber. Building Supply, Coal 
and Feed business located in East Central 
Wisconsin in rich farming > & axes 
for quick sale. If interested write Box 
American Lumberman, Inc. 





LUMBER AND BUILDING MATERIAL YARD. 

Heavy Industrial Ci Rich farming and Lake 

resort trade. With = without inventory. Nice 

set-up. Terms to reliable party. Reasons, t 

seventy, | to —_ dress Box B-38, 
Inc. 








Sash and Door Business, St. Paul, Minn. Good 
buildings and machine Moderate invest- 
ment, balance terms. Address Box B-49, Amer- 
ican Lumberman, Inc. 


Two well established Lumber Yards in New 
en, Conn. area. Both do large cash retail 
business. Both profitable. 





HARRIS WEISSBUCH 
152 Temple St., New Haven, Conn. 





For Sale or Lease. Long established, fully 
equipped, retail lumber yard and hardware 
store locat in area in South 
Eastern New Mexico. Ample sheds and ware- 
oa. with off street pomine. Address Box 
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BUSINESSES FOR SALE 


BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





FOR SALE — bargain price — old established 
retail hardware, housewares. building sup- 
plies, millwork, lumber business. Located 
downtown in prosperous county seat West 
central Indiana. Trading area over 50.000 

cluding town of 14,000 that needs 70-60 new 
homes. Real Estate conservatively valued 
$35,000. Inventory $55,000. Experienced young 
man can get this $90,000 property for $60,000 

$10,000 cash, remainder spread over 10 years. 
Address Box C-41, American Lumberman, Inc. 





REMANUFACTURING PLANT 
Fir and White Pine area. Shasta County, Cali- 
fornia. Excellent layout on 20 acres. Rail sid- 
ing. New Machinery and Burner. Liberal terms. 
Available for sale. Lease considered. 
John F. Walsh 
Dukeshire 
Royal Oak, Michigan 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to 
retire. Address Box C-42, American Lumber- 
man, Inc. 





Small Lumber Yard in South Mi 

doing $100,000 gross annually. With Truck I 
Saw. Priced for quick sale. Owner has heart 
condition. Address Box C-43, American Lum- 
berman, Inc. 








LUMBER BUSINESS 
FOR SALE 


Established. excellent location: attractive 
lease, clean inventory. Call or write William 
Tunney today. 


PERCY H. GOODWIN Co. 
300 First Natl. Bidg. BElmont 2-817] 
San Diego 1, Calif. Est. 1875 





FOR SALE: Retail] Lumber Yard in 8S. E. Mich- 
igan. (S. of Jackson), Address Box C-54, Amer- 
ican Lumberman, Inc. 


FOR SALE: Old established Lumber and Buiid- 
ing Materials yard in the fasf€st growing are 
in San Diego County. California. Close to 
highway and railroad spur. Owners retiring 
and will sell on reasonable terms. Write 
Owners: P. O. Box 67, LEMON GROVE, CAL- 
IFORNIA. 


Are you interested in an exceptional bu ? An 
old established Lumber, Hardware and Bile 
ers Supply business located in a small, grow- 
ing residential and farming town in western 
Connecticut. is an excellent opportunity 
for a man with yr poy and well versed 
in this line. Cash $45, te Box No 
C-45, American oo Inc. 


FOR SALE 


Lumber yard and hardware store in fast grow- 
ing community near several hydro electric 
dams in Oregon. Owner wishes to retire. 
Address Box C-46, American Lumberman, Inc. 





Will sell small lumber yard and hardware 
store located in southern Arizona. Growing 
volume practically un- 
limited. $35, 000 up for stock and fixtures. Ad. 
dress Box C-48, Inc. 











Cash 9 $ Carry Lumber Yard and Inventory for 
Sales — 2-9/10 acres outside corporation on 
U. S. Highway, Central lowa. Address Box 
C-50, American Lumberman, Inc. 


A one third interest in a retail yard doing 
a y $100,000.00 b 





postion en 4 with sale. One yard town in 
ony farming area of Lag ma Address Box 
-52, Ameri ne 








Rich Florida West Coast 

Well established lumber and building Sup- 

. Gross Sales gg $400,000.00. 

hensies unlimited. Land, Buildings, 

hinery, Cabinet Shop, on Main Thruway, 

- ice $80,000.00 plus inventory of about 

ore Reply Box C-55, American Lumber 
na Inc. 





MISCELLANEOUS FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA eo co. 

Minneapolis 





. 





ot ee SEEDLINGS TRANSPLANTS 


growing Christmas trees. Ornamenta 
A me lining-out. Quality stock direct — 
growers at low prices. Write for price list 
and planting guide. 
eee EVERGREEN 
Box 305, womer Cay. Pa. 


CARPENTER NAIL APRONS & RED TRAFFIC 
FLAGS. Quality Merchandise. Low delivered 
rices. Ten shipment. (Jobbers wanted). 
inita Flag & Apron Co., 334 So. Scraper, 
Vinita, Okla. 





Strapping Tools, half regular price. 
Split-Rings, 2'/,” @ 9c. 
Poultry Netting. various sizes. 
Well Drill, cellar size $195.00. 
Ellenville Lumber Co., Ellenville, N. Y. 


used #60 Bell + ay Head 
Mortiser wi aa b Sanbed Sole bani 4 hollow 
chisel heads, 6 bases for the above heads with 
motors connected. 6°4" from center to 
center of mortise heads when extended full 
length. 10'/,"" from center to center of mortise 
=e when closed can be seen in 
ration, For further information write ot 

7 one: 


GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 8.W. 
Grand Rapids 2. Michigan 

Ph: CHerry 3-3605 





Vonnegut 12° Electric Moulder r Late Style. 
Vonnegut 6” Electric Moulder Cast a 
Mattison 8°’ Electric Moulder Heavy Fas 
Yates-AM C-55 Electric Moulder 9" » Pest. 
Yates-Am C-1 15" 6 Head Moulder. Very Good. 
Come to Chatt . ced reason- 
able, 





R. K, HASKEW & CO. INC. 
BOX 4065 
CHATTANOOGA 5, TENNESSEE 


We are | mey J te, ol carrier an and lift 
truck package an r for sale ear 
old Ross straddle carrier Series 70 model tees 
— 60" ca . Price quoted upon roque.t. 
Tle mac like new and we also have 
enty of 4° x 4 x 60" bolsters with ~ ae 
egs to go with the  anehine at $1.50 aech 


HUSS LUMBER COMPANY 


1350 West Fullerton 
Chicago 14, Illinois 





Model Mattison Straight Line Rip Saw 
with 30 H. P. motor and starter guaranteed to 
be in A-l shape, $2000.00. 


Paris gE. Captohesry Lumber Co. 
Post Office Box #1288 
Ft. Worth, Texas 





TIMBER & TIMBERLAND 
FOR SALE 





FOR SALE: To liquidate a corporation. Ap- 
roximately 10,000 acres young timberland, 
neluding surface, located in West Virginia or 

Baltimore & Ohio Railroad. Original timber :-- 

moved more than 25 years ago. An attractive 

tion and merits careful cruising. If in- 
terested, a. Stathers & Cantrall, Attor- 
neys-at Law, Clarksburg, W. Va. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Mouldings 
Millwork Blanks 


Phone 5-3317 TWX EG049 





Large amount of short mouldings 3 to 7 Ft. 
long of Glenwood 8000 series and W. P. oval 
patterns. All white and Ponderosa Pine. For 
eg write or call. Tom Thumb Mouldin ng 
No. 6819 Div, Spokane, Wash. Hudson 65' 





and titer ta Mont tti 


Equipment For Sale 


Two Roller Truck Beds 16 feet one, Like New. 
Address Box C-44, American Lumberman, Inc. 





Yates 72-V resaw with six saws; 18-loot 
six-saw trimmer: 8 x 10 Steam Nig- 
ger: Steam Loader. These items are all 
ood condition and can be installed quickly. 
Seanen tov selling — no longer needed "= « 
cpoeemen._ F. Bradley 


umber Compan 
Roberta 





ROSS Straddle Carrier, 15 ton seqostty, wy 
90. Excellent condition, priced 
Henault, 25167 Grand River, Detron “9, Nich: 





FOR SALE — One International UD I4A Diese! 
and 1 — U-164 jateeeeee Gasoline Power 
Unit, like new. One Ga ae Weer | Prod- 
ucts Co., 421 Phillips Ben. Tole 





Christopher Air-temp. Natural Gas Dry Kiln, 

one of the finest kilns in in Texas: complete wie ‘ 

kiln cars, blower, fans, ctric motor, 

track, Minneapolis Season controls, etc. In 
riect —< or will trade for 
umber. amg °c. ry American Lumber- 

man, ky 








TOO package sins, SO" n 82". omvellont 
1 age x ", excellen 
condition, P$209¢.00. Also, Gerlinger Carrier, 
mone | capacity 30,000, package size 

ood condition, $1595.00. Contact 
Shipping 0 ies on” 3107 Pine St., St, Louis 





Electric Moulder, 4°, complete with Hoods: 
Square Heads: Complete set solid Heads for 
Double Pa Sash. Now in use: Buckeye 
Screen & Baa ogy Pg Company, 1378 South 
22nd St., Co! 





Have cownlll @ 

Pir, Spruce and soeee Pine. Would like to 
contract out-put te reliable firm to advance 
cost of logs and labor when lumber is stacked. 
Address Box B-48, American Lumberman, Inc. 





A profitable. going Lumber and Building Sup- 
plies business located in Southern Wisconsin 
Annual volume approximately $90,000. Can 
easily be doubled. Approximately $48,000 will 
buy real estate, equipment and inventory. 
Interested in cash buyer only. Address Box 
C-51, American Lumberman, Inc. 


3UILDING PropucTs MERCHANDISER 


Casing—2!/," standard width tear drop design. 
Select Birch ole 


Number 2 Birch 8c. 

Number 2 Aspen (4c. 

4 foot ah the—sold for 7 foot. 

ces. Ash Cash- 

ing pric ddress Box C-39, 
American Lumberman, $ 


Select As 
Runs 860 
wi 


FOR SALE 


We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, compreneey motorized and with all 5-R 
tt Also one V-54" 
Mershon resaw migd by 8. A. Woods. Write 
us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave., 
Chicago 14, Illinois 
Phone Lincoln 9-1700 

















in the service of 
LUMBERMEN 
: speci ina . 


@ professional safety engineers 








© more than 90 branch claj 


Coast to coast and in ne Offices 


ada. 





Sub tial dividends have been returned to 
policyholders since organization in 1912 


Lumbermens “1 GUL) “nw 


Operating in New York stote as 
(Americon) Lumbermens Mutual Casualty Compony of Illinois 
James $. Kemper, chairman H. G. Kemper, president 
Chicage 40 





eS 


—<— 














SUGAR & WESTERN 
; _. PINE AGENCY, INC. 

Cash in on DO-IT-YOURSELF with ra, \e) hicie), 14 Ae 

FANCY MOULDINGS and ORNAMENTS SAN FRANCISCO, CALIFORNIA 


We offer a complete line of the fancy mouldings and j Pattern Lumber 
ornaments the “do-it-yourself” trade is clamoring for, y 
X Your customers want to add the’decorator” touch = Selects and 


to their own furniture, shelves, etc. Shop 


Write lor , | y 
Wlustrated Catalog L-1 PH Idings. 


192 LEXINGTON AVENUE, NEW YORK 16, N.Y. 








FOR INFORMATION ON S 2 ree: 6 F 


20 21 22 23 24 


‘i i 4a 
What s New’ Items 38 3 40 4 42 
56 57 58 59 60 
Circle the code smber oat the right which 
74 75 7% 77 


corresponds to the number listed at the end 


of thet particular WHATS NEW item 


FOR INFORMATION ON 
AN AO 


e BN 80 
Advertised Products €N ¢O 
ON DO 
EN EO 
PN FO 
Gt GN GO 
HL HN HO 
a = 6IN IO 


Issue of April 18, 1955 KL KN KO 


vertisers’ Index on opposite page 


sponding code letter at right 


Position 











Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill 
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° rj d Merrick Shutters .. 
Advertisers’ Index Stlehladi pole a. tte ve 


Moultile, Ine. 
Ahonen Lbr. (89) Flintkote Co., The 


American Cabinet Hardware 
Corp 

American Lumberman 

Anthony Truck Co.. 

Armstrong Cork Co.. ees 

Associated Plan Service, Inc 

Atlas Plywood Corp 


National Brass Co. (Dexter Lock 
Co.) ; os 


(8R) Gillies Bros. & Co., Ltd National Gypsum Co 

(CA) Goldblatt Tool Co 85 National Gypsum Co 

(C8) Goodman Lbr. Co.. 5 Norge Sales Corp., Sub. of 
(CC) Grand Specialties Co Borg-Warner Corp . 


(CD) Hager & Sons Hinge Mfg. Co. ¢ Olivetti Corp. of America 


. CE) Hines Lbr. Co., Edward 
Baker-Raulang Co., The : tev . uaker State Metals C 
Behr-Manning, Div. of Norton (CF) Hoggson & Pettis Mfg. Co 8 . 
Co. (C6) Holt Hardwood Co.. 
Bendix Mouldings, nae t (CH) Homasote Co. ... Raynor Mfg. Co... as 
Boehm-Madisen Lbr. an Red Cedar Shingle Bureau 
Borden Co., , (CK) Ives Co., The H. B... Reynolte motets ‘ ° 
Bradley Lbr. Co. of Arkansas : Roddis Plywood Corp 
Braund Plywoods, Inc.... Roddis Plywood Corp 
Bunyan Lbr. Co., Paul.......... (CL) Johnson Lbr. Co., C. D 
Sherman Products, Ine 
Cadillac-Soo Lbr. Co........... (CN) Keiser Aseminute & Chemical ae en Inc 
. ‘ Sales, Inc. ¢ impeon Redwood Co.. 
California Sugar & Western . 
Pine iaaney, Inc.. re (CP) Kimberly-Clark of Michigan Southwest Lbr. Mills, In 
5OG, 2% > . alleen . 
Chance Co., A. B.. : ALE ae 2 : ‘ Standard Conveyor Co 
Chevrolet Div. of General (co) indie Sinee Ce. Div. of Stanley Works, The 
Motors a zi < Ste », C 3 
Cheam aeetnenesih Co (CR) Kinkead Industries, In y om, eae nester % 
Cloud Oak Flooring Co Turnbuckles, Inc 
Colorizer Associates ... a (DA) Libbey-Owens-Ford Glass Co 
Combination Door Co., The ie (08) Louisville Cement Co Upson Company 
Conifer Lbr. Sales... -" ' (0C) Lumbermen’s Mutual! Casualty 
Consumers Glue Co. es o* Co le > ‘© 
Copeland Lbr. Co Sel (DD) Lyne h POP ei Co Versa Products ¢ 
Webster Lbr. Co., H. E 
DeVac, Ine. . (DE) Mack Mfg. Corp..... 9-22 Wells Lbr. Co., J. W 
Dexter Lock Co., Sub. of (ON) Mauk Lumber Co., The C : (Fé) Westinghouse Micarta 
National Brass Co , (DN) Mauk Seattle Lbr. Co Wickwire Bros., In 
Dor-Set Corp., The.... ; (DH) Meadowbrook Industries 
Douglas Fir Plywood Agsn..... (DJ) Mengel Co., Door Dept ‘ (F6) Yale & Towne Mfg. Co., 





FRee DISPLAY This New Item Brings New Business 
MERCHANDISER | !NTERIOR MOVABLE-LOUVERED SHUTTERS 


In Stock sizes — for Doors, Windows, Screens, Cafe Doors 





: Made so that any home owner can trim to 

PROFIT adjustable LEVER TYPE fit. Ideal to promote to the growing DO- 

DOOR HOLDERS I: IT-YOURSELF market. Quolity-right—man- 

Th 0 | d h Id ith E ufactured by the largest producer of custom 
: nMiy coor holder w remov- movable-louvered shutters in the East. 

able and roplecentie Steel solatorced etnteas nti te cent wa O08 eo, 


Rubber Shoes Doors from $23.00 up. Write for complete 
A Type and Size for ey Door price list. 
Popularly Priced 


crs SPiN TES. p,m, Merrick Shutters §2,Per%'*, 


A N C 0 HAND—TRUCK 


Pallet 
































Steamed American Wainut . Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak TILT TRUCK onto \ 
and Red Oak + Honduras, African, for rwaning vader er out bensath the pet. 
Philippine Mahogany «+ African lets. A light pull will tilt up te 1000 Ibs, 
Limba + Burma Teak + Delta : loads into perfect-bolance rolling position. 
st lege ar od Red and — SATISFACTION GUARANTEED! if not sot 
6 i ter 4 ’ ve ty 
y Cypress seye Maple- _ a. tn Sov Wiel, return truck(s) 
Soft textured hardwood lumber— poy oy b —— * North- 
carefully manufactured and kiln many others. cone ~ aoa 
ANTHONY TRUCK CO., Paducah, Ky 
dried at our own mill. Headquarters Send price and literature to: 
in the central west for all foreign Bi eit tS (ye SMS Clr mm tito 
and domestic species. We have the 527 Grant Line Road 
hard to get items in any thickness New Albany Ind. 
for overnight shipment 





Address City 
By 














Bur_tp1inc Propucts MERCHANDISER (For more data on advertised products fill in the coupon on page 80) 





What makes 


keeps on raining 


it so hard to save for a rainy day is the way it 
> ” a 


He had invited her up to his apartment on the usual pretense 

to see the famous etchings. Several drinks had been consumed 
She held out her glass. He started to pour. 

“Say when,” he prompted 

“Right after the next drink,” she answered 


* * * 


He who gets too big for his britches will be exposed in the end 


+ o * 


Bill: “T went home last night and found my wife posing in the 
for a painter.” 

“Well, maybe she's artistic.” 

“This was a house painter.” 


nude 
Pete 
Bill 


* * * 


You never realize how short a month is until you pay alimony 


* * * 


This advice may up your taxes next year but that’s what hap 
pens when you buy and sell MAU K because you make more profit 

That's on account of giving better quality at fairer prices, mak 
ing new friends, getting repeat orders. 

If the prospect pleases you we suggest you check the MAUK 
merchandise list. That's the first step to success 


* * * 
Simple Celia says kisses are good stepping stones but impossible 


stopping places 
* * * 


She: “Am I the first girl you ever kissed?” 
He: “You might be. Your face is familiar.” 
1 * * 
An oldtimer is a feller who can remember the days when a 
woman stayed home if she had nothing to wear 
* + * 
Rride: “Will you ever stop loving me?” 
He: “Well, I have to be at the office by nine in the morning.” 
* * * 
Do You Know What Dep't 
Do you know what champagne is? Cider with needles in it 
Do you know what cocktails are? Sips that passion the night 


Do you know what MAUK merchandise is? An elixir for your 
sales department 


* * * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 





Toledo, Ohio 
82 
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Plywood Fenders 
Protect Gypsum Board 


To protect corners of gypsum board stacked near 
heavy-traffic aisles in its warehouse, the Peter Vre- 
denburgh Lumber Co., Springfield, Ill., has devised 
portable fenders. 

Made of plywood and painted a bright yellow, the 
fenders effectively protect the easily-damaged cor- 
ners of gypsum board from damage caused by care- 
less fork-lift drivers. 








Dealer Sign 
Promotes Brand Names 


Nationally known brand names are used effectively 
on a billboard by the Foster Lumber & Millwork Co., 
Gary, Ind. Located over the roof of the showroom and 
facing a heavily traveled street, the sign also illus- 
trates the firm’s log trade mark. Firm officials say the 
sign helps to build customer confidence in the products 
they handle. 
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Quality plus Merchandising keeps 
Behr-Manning Products on the move 


eep rental floor sanders 
busy with 
BERR-MANNING 
floor sanding papers 


RESINIZED SPEED-GRITS floor pap- 
ers assure satisfaction on every job. They 
cut faster, last longer, and produce pro 
fessional looking finishes with less work 
Your proud customers will pass the word 
ilong, which means added business for 
you Ask your distributor for SPEED 
GRITS today 


Promote Your Rental Business 


Get these four-color Rental 
Floor Sanding Folders with 
our name imprinted free 
Write Behr-Manning Troy, 
N.Y Dept. Al 


Speed-Grits Sander No, 12 ideal No. 54 Sandpaper Rack makes it  Behr-cat Painter's Tape insures 


for all hand sanding. easier for your customers to buy. faster, neater color separation. 


of NORTON Company 
A COATED ABRASIVES A SHARPENING STOWES A PRESSURE. SENSITIVE TAPES 





4y Weis 

‘ Cy Pe mee edge 

Pes: 3 LOPS, da tor ae 
SU UAE ate 


rw 


TER BODY 


When concrete block are laid. the mortar should have 


“hody”, to support the weight of the unit, thus holding it 
up to the line. If the mortar lacks body, the block will 
settle below the line even if a thick bed of mortar has 


been spread. 


At the same time, plasticity is required. Unless the mortar 

is plastic, the bricklayer cannot quickly and accurately 

tap the block down to the line. 

Brixment has body and plasticity. It is firm but not stiff 
soft but not sloppy. This combination of body and 


plasticity makes Brixment the best possible mortar to 
use with concrete blocks. 


Lovisville Cement Company . . . Lovisville 2, Kentucky 





